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HIS is written from 
Tt neutral ground of 

one who, having noth- 
ing to sell and nothing to 
buy, may view things more 
from the sidelines than one 
actively engaged in business. 
Whatever may be said in the 
following paragraphs is in- 
spired by a genuine wish to 
be helpful to everyone con- 
cerned. It seems to the writer that the time has come 
for plain speaking and careful thinking. The shoe 
business is in need of some sort of an overhauling, re- 
building, or perhaps “retrenchment and reform,” as 
the politicians say. 

It is my opinion that one of the main troubles with 
the shoe business is summed up in the word—Extrava- 
gance. Perhaps Wastefulness would be a better term, 
but the two are so much alike that we may as well 
write on a common topic of “Waste and Extravagance.” 

In the last few years we have seen the shoe trade 
step into a rapidly increased cost of selling. It costs 
more to sell shoes today than ever before in the history 
of the business. The increase in prices has not been 
commensurate with the expense attached to merchan- 
dising. Today, faced with a rising market, we see 
selling costs constantly mounting. Every penny added 
to retail or wholesale prices is absorbed in the added 
costs of marketing shoes. 

Why and where all this began we have not far to 
seek. Style shoes, so-called, extravaganzas, vaudeville, 
fashion reviews, expensive conventions, and splurges of 
extravagance in sample rooms, have brought the selling 
of shoes to a sad state. 

It is conservatively estimated that the recent big 
convention at Chicago ran up an expense bill of almost 
two millions of dollars. Now, that may be an astonish- 


tions. 


ing figure to many, and will cause some to rise up and 
But consider the number of 


dispute the statement. 


De-Bunking The Shoe Industry 


Waste and Extravagance Must Stop! 


By R. L. PRATHER 


In this article, the first of a series by Mr. 
Prather, the author talks plainly about 
certain established ways of doing business 
in the shoe and leather industry. Sum- 
marized, he thinks it would be a fine thing 
for the industry if we took a vacation for 
one year from style shows and conven- 
In another article he wiil talk on 
“Loss of Store Time” and, in the third, on 
“Getting Back to Earth.” 





rooms engaged at the hotels, 
the expense of maintaining a 
corps of salesmen in those 
rooms, the “incidentals,” such 
as entertaining, display and 
decoration. Take a _ pencil 
and paper and make a few 
figures for yourselves. 

If there were 3000 retail 
merchants and 2000 factory 
representatives in attendance 
at the convention, it is easy to estimate that one item 
of expense alone. But that is not all, by a long shot. 
Figure the cost of the “show,” music, models, runways, 
lights, decorations and a thousand minor items, to say 
nothing of individual expenses incurred by every man 
and woman participating in the affair. 

Now, I respectfully submit that two millions of dol- 
lars expended in selling rather a small volume of busi- 
ness is considerable money. It must be made up some- 
where, somehow. Who will eventually pay the bill? Of 
course, it will be passed on to the ultimate consumer— 
but over how long a period and with how much travail 
and expenditure of nervous energy? 

Have you ever thought that the ultimate consumer 
is growing tired of having the buck passed to him? The 
consumer is becoming wiser and wiser as time goes on. 
He reads and considers. He knows what is going on in 
the world and he knows that expensive shows make his 
shoes cost more. 

Take all the style shows and conventions that have 
been held in the past six months and calculate the ex- 
pense, and you have a staggering sum of money. It 
runs far into the millions. Is it worth the cost? Can 
the whole sum be handed on to the consumer? Can 
shoes be advanced in price sufficiently to take care of 
the increased cost of selling? 

There are many manufacturers who grew tired of 
conventions and style shows ten years ago. They would 
have withdrawn entirely from all participation had 
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they not been forced into the mael- 
strom through fear of competition. 
There are thousands of retail mer- 
chants who have long since given 
up attending conventions because of 
the cost of traveling and hotel rooms 
as well as the loss of time away 
from business. 

Right there, gentlemen, is an item 
that few of you have ever considered 
—loss of time while away from busi- 
ness. And on that subject this 
writer will have more to say later. 

Consider how many retail mer- 
chants there are in this country, then 
take the figures of attendance at 
any convention and compare them. 
Also you might compare the roster 
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of the various associations with the 
actual number of shoe merchants. 
That would be illuminating. 

Why the growing expense and the 
constant falling off in interest? 
That there is a decreasing interest 
is proved by the registration figures 
at any convention. Such wonderful, 
colorful, extravagant shoes as have 
been offered to merchants should at- 
tract more of them to conventions 
were they not so completely’ fed up. 

Everyone knows that something is 
wrong. The best thinkers in the 
trade admit that they are puzzled. 
Why not get right down to bed rock 
with this thing and get the answer? 

The following is offered as a sug- 








gestion in the hope that it will not 
arouse the wrath of too many who 
favor style shows and conventions 
as a means of selling: 

Let’s have a vacation from cop. 
ventions and style shows for one 
year. It is certain that things wij) 
not go to the dogs entirely during 
the lay-off. Let’s adjurn all conven. 
tion and fashion review activities for 
just twelve months. At the end of 
that time it will be found that bet- 
ter and less expensive methods of 
selling have been developed. Is it 
not worth trying? Is the ailment 
of the shoe business serious enough 
to warrant rather a stiff dose of 
drastic remedy? 





Getting Help From The Floor 


Allen Meadors Sees to It That Every Salesman Is Also an Advisor 


HE name of Meadors has been 
associated with good shoes in 
Nashville, Tenn., for the past half- 
century. For thirty-four years Allen 
Meadors has maintained the tradi- 
tional standards of the name. He 
attributes the success of his busi- 
ness to the 100 per cent cooperation 
he receives from his employees. 
How Mr. Meadors gets that co- 
operation is another story. One 
passing 408 Union Street after busi- 
ness hours Friday evening 
will notice that Meadors’ 


subjects to engage the attention of 
the shoe salesmen. Perhaps a cer- 
tain type or line is not moving so 
well. Why? Each of the twelve 
men will have an opportunity to give 
his opinion. Eventually a solution 
will have been thrashed out. Again, 
there are certain lines to be pushed. 
Perhaps a customer has been un- 
avoidably offended during the week. 
What is the best method of approach- 
ing him or her? And who on the 





Gy 


staff would be the logical person to 
effect a reconciliation? Or if a cer- 
tain customer is hard to sell, what 
employee would come nearer over- 
coming the barrier that obstructs a 
sale? Answers are found to all 
these questions. 

Already all of Mr. Meadors’ em- 
ployees know the Christmas shoes 
have arrived and are stored up- 
stairs. Of course it is early, but if a 
buyer. should happen to mention a 
desire for a new holiday 
shoe, the clerk is prepared 








shoe store is still lighted. 
Inside will be found twelve 
men in a round table dis- 
cussion. These men, in- 
cluding Mr. Meadors, com- 
prise the sales staff of the 
company. 

“Every employee I have,” 
Mr. Meadors told a RE- 
CORDER representative re- 
cently, “is as enthusiastic 
and interested in the wel- 
fare of the business as I 
am.” 

Not only is that notice- 
able on the sales floor 
during business hours, but 
in the round table sales 
talks every Friday night. 
At each meeting a different 
man serves as chairman. 
During the course of the 
twelve weeks each Meadors 
employee will have had the 
opportunity to place be- 
fore fellow workers the 
discoveries and observa- 
tions he has made during 
the past week. 

There are always ample 





They Want to Know 


Merchants ask us where to buy shoes and 
other store merchandise. In this space we 
list typical inquiries: 


H-1081 Wants women’s medium priced and better 


grade novelties. 


H-1082 Wants women’s linen shoes in colors. 
H-1083 Wants men’s Egyptian sandals. 
H-1084 Wants Dutch wooden shoes. 

H-1085 Wants misses’ patent Russian boots. 
H-1086 Wants line of children’s fancy shoes. 
H-1087 Wants men’s and boys’ shoes at popular 


prices—men’s to retail at $5. 


H-1088 Wants ladies’ snappy styles to retail under 
$6. 


. H-1089 Wants women’s novelties to retail $3.50. 


Interested parties may have names on 
request to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





to satisfy the want imme- 
diately. 

There are always new 
features of 69 new lines 
that the staff must become 
familiarized with, and 
there is no better place 
than at the Friday night 
round table. Meadors han- 
dles the Cantilever shoe, 
whose various features 
often engage the attention 
of the shoe men. And just 
now Mr. Meadors is put- 
ting on a special drive for 
the Stacy Adams _ shoe 
by newspaper advertising, 
special window displays 
and salesmanship methods. 

Mr. Meadors, whose 
father, the late John A. 
Meadors, before him was a 
veteran shoe man of Nash- 
ville, is considered one of 
the most progressive shoe 
dealers of the city. He is 
a past-president of the 
Nashville Shoe Retailers’ 
Association and was one 
of its orgnaizers. 
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VERY indication points 
to an active shoe selling 







earlier in some parts of the 
country than in recent years 






One Pair More for Every Man 


The Problem of Getting More Men’s Shoes Sold Can 
Be Solved by Fitting Stool Effort in Springtime 


nnn .s7zunenernsseeenentseny 
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terly sales, anniversary sales, 
birthday sales, and so many 


season ahead for men’s The time for greatest activity in men’s sales, in fact, that it may 
shoes at retail. It has been shoes is fast approaching. The majority of truthfully be said that the 

a sole leather wearing win- your customers can afford an extra pair. store has a perpetual sale. 
ter, and shoes nationally are The shoe man has not done his part in show- It found that this was good 
showing the effects of the ing the man customer the need for an extra merchandising, because so 
extra wear. pair. This can be made an active spring many of the customers were 
The coming of _ spring season shoes by tandem selling—blacks and strangers from out of town. 
tans to the same customer at the same time. This store has developed 


the idea to its profit that 
a man is a better seeker after 





has developed a real oppor- 
tunity for footwear. A num- 
ber of studies have been made of the 
buying habits of men, and one of 
the first tests is in window sales- 
manship. The window that is merely 
a set-up of attractive shoes, without 
price or without purpose, is one- 
twentieth as effective 









showings, there is indication of the 
need of pointing out the cost factor. 
One high-class shoe store in New 
York City finds that its best selling 
feature is the monthly sale. It now 
has developed week-end sales, quar- 


bargains even than women. 

Better merchandising of men’s 
shoes has developed the tandem sale 
—a black and a tan pair of shoes on 
the same last, sold at the same fit- 
ting, but different in pattern. 
One shoe man has a habit of ask- 

ing his customers: 















as the window which 
shows the shoe, its 
price, and its use. 


HIS test of mas- 

culine interest in 
price and purpose, 
particularly price, is 
significant because no 
such factor influences 
to such a degree the 
sale of articles to 
women. Women will 
buy because of the ap- 
pearance and setting F ae 
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Yjwe 4 pairs of shoes are 





HE invariable an- 
swer is two or 
4 three, and the sales- 
\ iY man then proceeds to 
show the customer 

| that he has a place 
for at least six. This 


— C merchant finds it a 





| | . . 
strange situation, ap- 
IN plicable alike to men 


SES of wealth and those 


= who spend all they 
earn, that no more 





play. Men must not 
only see the shoe, but 
must know its price. 
This is, of course, 
mostly applicable to 
stores that have a 
transient trade. Some 
of the standard stores 
would not even need 
to show a shoe in the 
window to hold their 
old line customers. 
When some of the 
outstanding men’s 
shops along the high 
style streets of New 
York, Philadelphia 
and Chicago frankly 
Stress the price of 
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= pairs of shoes are 

bought than are 

Here he looks and goes BY found useful for the 
TT 1, J iff immediate need. 


The great effort the 
shoe trade must make 
this spring is to get 
the shoe dollar first. 
An extra pair per 
customer can be sold 
by emphasis on the 
tandem idea. 

There are thou- 
sands of men who 
have plenty of money 
for every expendi- 
“| ture. The fact that 
they do not spend 
more for shoes is be- 
cause the shoe man 
has not shown them 

















Here he looks and goes BUY the need for that 


spending. 





shoes in their window Bo. F Deore 
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Is the Industry Going Too Far? 


PATENT leather pump gath- 
A in for study the other 
day, looked like a fairly good 
specimen of a low price shoe. So it 
was cut up in order to discover the 
manner of its construction. 

Before proceeding with the story, 
let it be said that the origin of the 
shoe is unknown. Thus it will be 
seen that the description is a dis- 
cussion of a type of footwear, and 
neither praise nor criticism for the 
shoemaking methods of any one man 
or firm. 

The shoe looks fairly good to the 
eye, for its patent vamp and quarter 
are shiny, and its shape symmetrical. 
The pattern is that of a plain opera 
pump. The stitching is a bit coarse, 
perhaps. But, nevertheless the shoe 
looks fairly good to the eye, it being 
remembered, of course, that the shoe 
is of low price. 

But the feel of the shoe to the hand 
is not just right. There is a lack 
of firmness to it. The box and the 
counter squash in a bit too easily. 
The thumb, when pressed on the in- 
sole in the forepart of the shoe, feels 
the insole give. However, the shank 
is firm enough, and the wood heel is 
in proper position. The edges look 
good for a low price shoe. An or- 
dinary person, like a woman buying 
shees in a store, might take this 
pump as a real value in footwear, for 
shé ‘can see with her eyes the price 
on the ticket and the finish on the 
shoes, but she has not the slightest 
idea of testing the quality of a shoe 
by feeling it with her fingers. 


Now see what the inside of the 
shoe, when opened up, reveals to the 
eye. 

First, and for the sake of con- 
venience, the wood heel is pulled off. 
It was nailed on by hand, five nails, 
each 5% inches long being used. It 
came off easily. The heel seat was 
hand lasted. It was noted that two 
wire staples were driven into the 
center of the heel seat. Presumably, 
they are to stiffen up the heel seat. 
They fasten the outsole to the in- 
sole. A cut into the heel seat reveals 
that the insole is of fiber board, sur- 
faced with a thin split of leather. 
No provision was made for reinforc- 
ing the insole in the heel seat, so that 
it would hold the heel nails securely. 
Evidently, that wood heel was bound 
to come off easily. 

The counter of the shoe broke 
down under pressure of the hand 
with more readiness than it should. 
When the quarter was cut it was 
found that the counter is of fiber. A 
bit was torn from its wing with the 
fingers. It tore as if there were no 
long fibers in it. 


HE shank being opened up, it 
was found that the shank piece 
was of good metal, and, possibly, 
the strongest part of the shoe. 
When the forepart was opened up, 
it was found there was no filler at 
all in its cavity. This called for some 
investigation. 
The upper, which was hand lasted, 
was well drawn in over the insole. 
The cavity was 1% inches wide 


across the ball, and, of course, as 
deep as a layer of patent leather and 
lining, such as was lasted over the 
insole. Yet it was not filled. The 
shoe did not squeak when it was 
flexed for a test, before it was cut up. 
Ordinarily, a shoe without any filler 
squeaks because the outsole and the 
insole chafe together. 


HE outsole is a fair piece of 

leather, that measured a trifle 
more than 3/16 inch in thickness. It 
looked solid enough along its edge. 
But the cut across the ball revealed 
a thin line in the leather. This line 
was opened up with a knife, and it 
was discovered that the sole had on 
its flesh surface a thin split, most 
securely cemented. to it. This split 
was pulled up out to the edge of the 
sole. The line between the split and 
the sole on the edge of the shoe was 
not visible to the eye. The edge 
finished had contrived to conceal it. 
This appeared, to say the least, an 
improvement over the old idea of a 


tap and a sole, a once common meth- © 


od of construction. 

Next, attention was given to the 
insole. As already related, this is 
of a firm piece of fiber, covered on 
its upper surface with a thin split 
of leather. Is it possible that the 
fiber of an insole like this, wearing 
on a split surface outsole, will not 
cause a squeak? 

It seems fairly safe to presume 
that, whatever the merits of this 
method of construction may be in 
regard to squeaks, it must let down 
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the forepart arch of the foot when 
it treads in the shoe. There is a 
hollow, an unfilled cavity, in the fore- 
part of the shoe under the forepart 
arch. 

Also, it looks as if a shoe thus 
constructed would soon lose its 
shape. 

The stitches number three to the 
inch. The threads are not pulled 
down into the leather, yet they make 
quite a cut in it. The seam is read- 
ily felt under the sock lining when 
the thumb is run over the tread 
surface of the insole. The stitching 
is carried around the toe, which 
happens to be quite round. It is 
noted that a couple of long tasks are 
driven in the seam through the sole 
and into the box of the toe, and also 
that smaller tacks are driven in the 
seam on both sides of the ball of 
the shoe. 
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The lasting looks like hand work. 
The tacks are spaced 4% inch apart. 
The points of the tacks do not stick 
up through the insole, so no tacks 
may be felt on the tread surface of 
the insole. 


HE sock lining, scarcely thicker 

than paper, is cut from a skiver. 
The quarter lining is of sheep. 
Neither stands much of a pull test 
without tearing. 

The box in the toe is of the com- 
position sort. It was of good shape 
when new. But, as already related, 
it broke down under pressure of the 
thumb too easily, and it did not 
spring back to shape. 

Yet let it be repeated that the shoe 
presented a good appearance before 
it was cut up. As the price of the 
shoes is not known, it cannot be said 
whether or not the shoe is a good 

value for the 
money. 


The ‘‘hidd e "od 


cheapening of a 

shoe is well shown 

in these two pic- 
tures 


Insole—Fiber surfaced with a thin split 


of leather. 


easily be torn with the fingers. 


Counter—Fiber which could 


No filler in 


forepart of sole. Sock Lining—Cut from a 
skiver as thin as the paper on which this 


is printed. 


Quarter lining—sheep. 


Tve 


box—Bent easily when pressed with the 
thumb and would not spring back into shape. 
But the shoe LOOKED good when new. 


DnpDnna 
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Next Allied Styles 

Conference Comes 

a Month Earlier 
Than Usual 


The next allied shoe styles 
conference will be held at 
the Hotel Astor, New York, 
Tuesday, March 20, 1928, 
the conference convening at 
10:30 a.m. 

Representatives of the 
shoe manufacturing, retail- 
ing, wholesaling, shoe travel- 
ing, tanning and allied 
industries will be present, as 
well as members of the 
garment, hosiery and other 
trades which have a bearing 
on the shaping of shoe styles. 
Discussion will be confined 
to styles, colors, lasts, pat- 
terns and materials for the 
Fall and Winter season of 
1928-1929. 

The conference has been 
advanced to a date a month 
earlier than usual to give all 


factors in the trade ample 
time to put the styles pro- 


gram decided into 


effect. 


upon 
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Getting More Shoes Sold Right 





F or Want of Good Thread 


OW far can cheapening a shoe be carried? Are 

we facing a condition where it is impossible 

to cheapen a shoe any further? Are we building 

up because of our lack of courage in asking a price, 

a situation that will bring back pure shoe laws of 
ten years ago? 

Here is one of the most interesting letters that 
has come to hand. This letter from C. C. Stubbs 
of Plainview, Tex., is an editorial in itself. For 
want of good thread the sale was lost. 


“Have just finished reading the article entitled “En- 
titled to a Profit” in the February 4th issue of your 
journal. ; 

“Now, I am only a comparatively small buyer and 
cannot go to a manufacturer with any such proposi- 
tion as the one outlined in the above mentioned article. 
However, here is a situation, or a condition, that some 
of the manufacturers should consider. 

“My trade is largely in boys’ and men’s semi-dress 
and heavy work shoes. So is the trade of thousands 
of other retailers in the United States. We don’t all 
live in cities and sell only fine shoes. In these grades 
we have for several years featured the line of one 
of the biggest manufacturers in the United States, and 
have produced what should be a satisfactory volume 
of business for them. 

“Naturally our relations with them have been very 
pleasant and agreeable. However, we are discontin- 
uing the line. Now, there are some five or six nation- 
ally known lines with which we could replace the line 
we now carry, but we have not given them a moment’s 
consideration. 

“Why? They will not use good thread in these 
grades of shoes. We cannot go to these people, as the 
merchant referred to did, and tell them—use better 
thread in the shoes you sell us and we will pay you 
more money. Our volume is not great enough—but 
we would gladly pay the additional cost to get 
shoes made so that the continued “ripping of seams” 
would not be driving our customers around in a circle 
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from store to store, to mail order houses, back to the 
store again. 

“Salesmen and factory men both tell me the addi- 
tional cost would be very small, and there is no ques- 
tion in my mind from years of experience what it 
would mean to the manufacturer who does do it (use 
= thread) if generally known to the consuming 
public. 

“To be sure, the manufacturer from whom I buy 
adjusts complaints to my entire satisfaction, but | 
want to get rid of the complaints. For a long time 
we believed, as the salesman told us, that it was im- 
possible for the manufacturer to get any better thread, 
but about a year and a half ago we found a smal 
manufacturer who evidently has no trouble in finding 
good thread. 


“As a result, we have sold more of three numbers 
of his make of shoes than all the others of a simila 
type put together, and only that this line is so limited 
we would use it exclusively. However, he can onl 
supply a comparatively small portion of our require- 
ments. We know of two famous lines completely out 
of this section, and the line we are dropping has 
dropped to a ‘peddling’ proposition.” 

Just around the corner we see “higher prices’ 
of shoes to the public, or “cheapened shoes.” We 
tell in this issue how far a shoe can be cheapened, 
and repeat the statement made a few weeks ago 
that a modern shoe maker expressed the wish that 
he would like to have the wastes in shoemaking 
that were in his father’s factory fifteen years ago. 
The sum of money that he would get yearly would 
be sufficient for him to retire. 

The “arts of cheapening,” if they may be called 
such, need to be abolished. The well-balanced shoe 
at its price should have all the ingredients in har- 
mony. Whatever its cost at retail to the consumer, 
it should ke properly balanced. The manufacturer 
is well justified to go above that balance in such 
an important thing as the thread that holds the 


shoe together. 


Stop This Waste! 


NE of the best informed writers of moving 
pictures said a few things the other day that 
might be worth the consideration of the shoe trade. 
He made the assertion that the movies were going 
onto the rocks and into the hands of Wall Street 
because of extravagant methods of production and 
wastefulness in exploiting films. With a prodigal- 
ity and lavishness that astonishes the world, the 
moving picture industry has expended millions in 
making “super-film” and then dished out millions 
more trying to get the public to spend its money to 
see the great picture. But it has not worked out. 
Attendance at movie theaters constantly decreases. 
All the millions spent to boost up a failing industry 
are of no avail. Prologues that run into hundreds 
of thousands dollars cannot prop up a poor picture. 
People read of enormous salaries paid stars and 
directors and decline to pay high prices to sce 
mediocre films. 
The shoe trade seems to be running a close sec- 
ond to the movies in emulating the Prodigal Son 
who “wasted his substance in riotous living.” Year 
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after year the shoe business has expended more 
money in producing and selling. It would seem 
that the height of extravagance and wastefulness 
has been reached. It costs more money to make 
shoes than ever before. It costs more to market 
them. . It costs more to retail them. Manufactur- 
ers, retailers, all of the trade, find their selling cost 
constantly mounting. Where will it end? 

Very much like the moving picture industry the 
shoe trade has attempted to prop up a declining 
business through style shows, reviews, extravagan- 
zas and costly conventions. Each year tries to 
outdo the one previous in the way of lavishness. 
Each convention, so-called, spends more money. 
Each style show or fashion review sees the costs 
mount higher. The retailer’s conventions” (one- 
time business session) has become an orgy of ex- 
travagance and wastefulness. 

Where the manufacturer once was satisfied with 
one sample room and a pair of salesmen he now 
hires a suite and brings his whole selling staff to 
the convention. Style reviews, intended to show 
the new styles to merchants, have become Follies 
or night clubs. There has been a growing tendency 
to make the style show w 
a Texas Guinan affair. 
Entertainment, always 
a happy relief to the 
tedium of business, has 
become a riot of spend- 
ing. 

Does the average 
merchant really want 
this? Does he go toa 
convention to see legs 
and lingerie or to find 
out what is new in 
shoes? Does he want to 
guzzle uncertain liquor 
and eat a lot of high- 
priced banquets or to 
get right down to brass 
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. # c 
The ‘Reason Why 


BAIRD BROS. SHOE CO., INC. 


Shreveport, Louisiana 








ing expense of selling shoes. It would at least be 
an illuminating thing to get the concensus of opin- 
ion. We are inclined to think that the great ma- 
jority of retailers would say: “Let us get back to 
the real convention where we sat around a table 
and traded ideas one with the other. Where we 
looked at new styles in sample rooms and not on 
the running board of a so-called style show. Where 
we met and transacted business and went home 
sober and improved in mind and body.” 
Let us find out what the majority want. 


A Price Test 


NE of the real tests of shoe value is the bid- 

ding on the United States Army service shoes. 

A short while ago the War Department at its Phila- 

delphia Quartermaster’s Depot opened bids on 170,- 
448 pairs of shoes. 

The concern that got the low bid on 95,448 pairs 
as their quota were $1.20 per pair higher than the 
contract on this same shoe a little over a year ago. 
This is an enormous increase when you consider 
that the average price on these shoes today is about 
$4.086 per pair. 

This is a very impor- 
tant point on price-rise 
to tell your public. 








* * * 


One of the best rea- 


If there is any such thing as a Bible of the Shoe sons for men being 
Trade, I consider the Boot AND SHOE RECORDER it. 

In the many years that I spent on the road selling 
shoes I was rarely without a RECORDER in my grip, 
and since my entry into the retail end of the shoe 
business I have read each number, in the language 
of old Lem Jucklens, from “kiver to kiver;” and not 
only do I read it, but we require each salesman in 
our employ to read it thoroughly and to heed and 
absorb the good things contained therein. 

No good shoe merchant should be without the 


“shoe unconscious” was 
given by a man who 
has a wife and three 
daughters. He said that 
after all the females 
were fitted out for the 
month there was very 
little left for paying in- 
stallments on the radio 
and car, much less a 


tacks and learn what he RECORDER. pair of kicks for the old 
can to improve his busi- Very truly yours, men. 
ness? (Signed) FRANK L. BAIRD, oo 


The RECORDER thinks 
not.- We are of the 
opinion that shoe mer- 
chants as a whole would 
welcome a return to the 
older, better method of 
“business first.” 

We venture to sug- 
gest a poll of all the re- 
tail trade on the sub- 
ject. It would not be 
a very costly venture to 
ask every shoe man in 
the United States if he 
approves of the grow- 


can break it. 


Baird Bros. Shoe Co., Inc. 
* * & 


If more shoe merchants would give serious atten- 
tion to the education of their salesmen, the shoe 
business would improve automatically. 

Good salesmen can make a store—poor salesmen 


We admire Mr. Baird for his interest in his sales 
people. No wonder his business has a good rating. 


Soce 6TH... 
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Anyone who thinks 
that color is not the 
most important feature 
in present day mer- 
dising has only to look 
at the latest ads for 
plumbing fixtures, re- 
frigerators, kitchen 
cabinets and _ utensils 
and other commodities 
that formerly came in 
pure white only. Even 
toilet tissue now comes 
a5 in pastel shades. 


President. 
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Putting that 
Finish on 


Motor Car 
Leather 


Lacquer Surfaces on Kid, Calf and Sheep 
Skins Are Nearing Perfection Rapidly; 
Permanency and Ease of Cleansing Are 
Chief Points of Recommendation 


shoes match the color of her 
automobile. It has been done—but 
not successfully. The application of 
furniture and automobile lacquers 
to shoes has been tried and found 
wanting. 

However, lacquer finishes on 
leather, before it is made up into 
footwear, are developing at an ex- 
tremely rapid rate and the next few 
years, or possibly months, may see 
the new processes so well worked out 
that the old water color finishes may 
be almost entirely discarded. 

Experimentation in applying lac- 
quers made from a pyroxlin base, 
the same base that is used in the 
production of Duco and similar prod- 
ucts, has been going on in this coun- 
try for several years. Intensive 
work along this line has been pushed 
in the last year and a half and is 
now progressing at an extremely 
rapid rate. Several tanners are 
already using lacquer finishes on 
calf, kid and sheep skins in a fairly 
large way, and almost every tanner 
is experimenting with them. The 
process is by no means perfect, but, 
given certain conditions, permanent 
and washable lacquer finishes can be 
applied to leather and are better 
from almost every standpoint than 
the old water finishes that have been 
used for so many years. 

The major problems in connection 
with the applying of lacquer finishes 
to leather have been solved, and only 
a few minor problems yet remain 
and they are gradually yielding to 
the work of the chemist and research 
engineer. 

Lacquer finishes on kidskins are 
being rather extensively and success- 
fully used, particularly the “pearl 
essence” finishes, in which pearl es- 
sence, a derivative of certain fishes, 
the same as is used in making arti- 


FEW short, quick shots from 
A: spray gun and Milady’s 


ficial pearls, is employed to give a 
pearl-like luster to any color that 
may be applied to the leather. Most 
of the research work now going on, 
however, is in connection with calf- 
skins, and it is believed it is in calf- 
skin that the new lacquer finishes 
will ultimately find their greatest 
use. 


HAT is being done in finishing 

leathers in lacquer colors is re- 
vealed in a trip to the laboratories at 
the Chemical Products Division of E. 
I. DuPont de Nemours & Co., Inc., 
at Parlin, N. J. Here for the past year 
and a half intensive experiments 
have been conducted in applying 
lacquer finishes to all sorts of 
leather. Some very definite results 
have been obtained and lacquer espe- 
cially prepared for leather finishing 
is now available. However, J. W. 
Fitterer, sales manager for this spe- 
cial products division, and F. B. Mor- 
ton, engineer in charge of the 
experimental work, say that consid- 
erable work is yet to be done before 
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the product is ready for the market 
in a big way. 

The company has produced some 
excellent results so far. Much, ac- 
cording to Mr. Fitterer and Mr. 
Morton, depends upon the manner in 
which the leather is tanned. Given 
leather that is made properly recep- 
tive to a lacquer finish, such a finish 
can be applied and will be absolutely 
permanent and waterproof, easily 
cleansed with soap and water or 
with gasoline. Skins properly recep- 
tive to lacquer finishes, they say, 
must not be over fat-liquored and, on 
the other hand, must not be too dry. 
As much of the stretch as possible 
must be taken from the skins and 
they should be open pored. If too 
much fat liquor remains in the skin, 
adhesion of the lacquer to the 
leather is prevented. If too dry, the 
plasticing agent in the lacquer 
(really the life of the product) is 
absorbed by the skin, leaving the 
lacquer brittle and likely to crack 
and check. 

Also, according to these gentle- 


F. B. Morton, Du Pont chemical engineer, examining samples of lacquered leather 
tn the Parlin laboratory 
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men, the processes following the 
lacquer spraying have much to do 
with the wearing quality of the 
finish. Some kid tanners insist on 
ironing, plating and glazing their 
leather, following the lacquer spray- 
ing, and in many cases ironing and 
glazing are not only unnecessary but 
tend to detract from the quality of 
the lacquer finish. Here is a chance 
to save time and labor. Except in 
the pearl finishes, lacquer finishes as 
a general proposition do not give as 
high a sheen as do the water fin- 
ishes. In appearance, feel, perma- 
nency of color, ability to withstand 
cleaning, etc., the lacquer finishes 
are equal or superior to the water 
finishes. The point of cleansing is 
the most important one. Even ink 
stains on lacquered calf, kid and 
sheep skins can easily be removed by 
plain washing without in any way 
affecting the finish or the color. 

As to color, there is no limit to the 
range that can be produced with 
lacquers. Only a few basic colors 
are produced by the lacquer manu- 
facturers, who, however, can easily 





Spraying lacquer on leather in the 

Du Pont laboratory. The same kind 

of compressed air spray gun is used 

in finishing the leather in large 
quantities 
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compound formulas for the blending 
of these colors to produce any given 
shade that may be wanted. White 
is one of the most successful of the 
lacquers. In fact, white is used as a 
basis for almost all of the other 
colors. 


O more care, or even less care, is 

required in the shoe factory in 
handling lacquer leathers than is used 
in the handling of water finished 
skins. The greatest care necessary 
is in avoiding the use of solvents, 
such as acetone, amyl-acetate, ethyl- 
acetate, etc., the bases of lacquer 
thinners, in attempts to clean lar- 
quer finishes. If soil spots do not 
succumb to plain wateg or soap and 
water, common gasoline is one of 
the best cleaners. 

Development probably will be 
made along the line of having tan- 
ners who apply lacquer finishes put 
up repair kits in different colors so 
that abrasions, etc., that may result 
in the shoe factory may be easily 
retouched, much as patent leather 
today is “repaired” in shoe factories. 

At the DuPont laboratories skin 
for experimental work is cut into 
small pieces about 5 by 8 or 9 inches 
in size and then sprayed with the 
lacquer as shown in the accompany- 
ing photograph. Similar compressed 
air sprays are used in the tanneries 
for applying the lacquer to the 
leather. As in Duco and other lac- 
quers, the leather lacquer dries rap- 
idly and a second and a third coat 
can be applied in a short time after 
the application of the first coat. 
However, an elapsed time of 24 
hours between coats has proved to 
give the best results. Even this is 
much shorter than the time required 
for water finishing the leather. Fol- 
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lowing the spraying, the leather is 
subjected to all sorts of tests to 
prove the quality of the finish. One 
of the big problems is to produce a 
leather lacquer that will not peel off 
or crack and that will not give the 
undesirable “oil cloth” finish. As 
stated previously, if the leather is 
properly prepared, lacquer finishes 
with all the desired qualities can be 
applied. 

Progress in the application of lac- 
quers to leather has not been con- 
fined to America. In fact, the use 
of the pear! finishes on leather orig- 
inated in Europe. New finishes are 
constantly coming into the market, 
and with the development of the 
lacquer process it is reasonable to 
expect an unlimited variety of fin- 
ishes. With a “binder” that will 
make a finish adhere firmly to the 
surface of the leather, variations in 
the finish are limitless. 


HE new lacquered film, which 

makes the daintiest orchid, or 
gray, or white kid shoe impervious to 
permanent soiling in the process of 
making or wearing, and which, when 
sent through the factory, is entirely 
workable, flexible and easily 
“ironed,” is as pliable and yet as 
protective as the toughest of stock. 
Another point in its favor is that 
when this pearlized leather is prop- 
erly made, the leather pores are not 
closed. Contrary to what many peo- 
ple think, the film is not a continu- 
ous one. The big thought with 
tanners of this new lacquered leather 
is to create a surface that will last. 
There is no connection whatever be- 
tween this finish and the old “crys- 
tal-like” finishes, which were often 
so “collodion-like” that they would 
chip off with the stubbing of a toe. 
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Sell "Em What They 
Want 


GOOD friend of mine in the 
South never lets me quote his 
name. Any time I pull out a pencil to 
note some good thought or point he 
makes, he shuts up like a clam. 
Here is what he said about the law 
of supply and demand, truly a some- 
what different version. 

“To begin with,” he said “it is 
a whole lot-easier to give the public 
what they want than to try to force 
them to buy what they don’t want. 
The big trouble with most stores is 
that they are continually forcing un- 
wanted styles and sizes on an un- 
willing mass of people. That is 
what is making it so hard to sell 
shoes at present. Give the public 
what they want and even if local con- 
ditions are bad, money will be found 
some way to pay for the article. 

“Most merchants are trying to 
supply the demand for merchandise 
after the demand is over. 

The reason for this is a severe in- 
dictment of the buyer. He did not 
know how to buy. He did not know 
that to sell 36 pairs of shoes out to 
a pair, he must have 60 customers 
for that particular shoe. In other 
words, to sell 36 pairs of shoes, (we 
are talking women’s style shoes), 
24 lost sales must result. That does 
not mean that the 24 customers had 
walked out the store, for good sales- 
manship will switch them to some 
other shoe. It does mean that the 
average holds true all over the store. 

“Prove this by watching the num- 
ber of lost sales as a regular clear- 
ance sale progresses. 

“Good merchandising is being out 
of an article before the demand is 
over. That accounts for the fact 
that some buyers are overpaid at 
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O.P.I, 


( Other 


Peoples Ideas) 


by Harry R-Terhune 


jield &ditor 


$2,000 a year and others are under- 
paid at $20,000 a year.” 





MES, IOWA, a small college town 

of about 6000, has about 4500 

students come rushing in pell mell 
each fall. 

When it comes around to shoe buy- 
ing time, t shoe dealer has his 
troubles, these students need shoes, 
have no currency, but money back 
home in the bank, etc. 

Trueblood shoe store has adopted 
a clever counter check. 

The student makes out the check 
payable to Trueblood and this is de- 
posited in the merchants bank or sent 
to the student’s bank as a sort of 
draft on the students’ deposit. 


* + 


Making Styles Live 
Longer 


T is pretty well agreed among 

thinking merchants that the aver- 
age store does not get all it should 
out of a good pattern. The pattern 
is killed much too soon, long before 
all the rich cream of profits has been 
extracted. Many cases come to mind 
where a buyer will continue a pat- 
tern year after year in the more or 
less staple varieties. 

In Tulsa, Okla., is the high style 
Walk-Over shop of Sterne & Levy. 


Obviously there are often good bets 
in the higher grades of style shoes 
that may safely be repeated in the 
lower grades. It would not do to 
have the same pattern in a $12.50 
grade at the same time that it was 
being shown at $22.50, as it has been 
found advisable to drop a season be- 
fore repeating a style. The first 
shot has determined the fit and sala- 
bility of the shoe. By waiting a 
season, the public has forgotten the 
style when it is shown again. 


* * * 


“Advance” Sales Tickets 








WO stores in Ohio are using 

“made in advance sales tickets.” 
The one used by the Walk-Over store 
in Warren is just a piece of ruled 
yellow paper 2 x 3, that is clipped 
to the inside of the carton. These 
tickets have space for the salesman’s 
number, cost, stock number, size and 
retail price of the shoes. All that 
the salesman has to do when making 
out a sale is to put his number on 
the ticket, which he turns in with the 
money. The next day the office girl 
sorts the tickets out by stock num- 
bers and checks off the sizes sold, 
in the stock book. 

A more complete method is used 
by the L. Baueries Co. of Delaware. 
In this case the tickets give a full 
history of the shoe. The cards them- 
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selves, are of fairly heavy paper, 
suitable for filing purposes and are 
91, x 5 inches. Here, the cards are 
clipped on the outside of the box. 
Pair number is really a mate num- 
ber as this consecutive number is 
written on the card, stamped on the 
outside of the box, and also stamped 
on the lining of each shoe. In this 
way, it acts as a mate number. These 
ecards are filed away according to 
dates sold. In case of a charge, the 
ledger page is noted as a double 
check. Mr. Baueries has used this 
method of keeping track of his shoes 
for the past thirty years. When a 
shoe is delivered to some one of the 
family, the person who receives the 
shoes is required to sign the card on 
the back, so as to overcome any ques- 
tion that may arise later. 

Both of these ideas originated with 
the thought of saving time in making 
out sales during the rush periods, 
and of insuring absolute accuracy 
in the records. 


* * * 





Something New in 
Letters 


CUSTOMER letter that is a bit 

different from the _ usual 
inasmuch as the name of the party to 
whom it is addressed is hand let- 
tered in at the top, rather than typed 
in, in the ordinary fashion is bring- 
ing interesting returns to the Walk- 
Over store in Warren, Ohio. Line 
cuts of three of the newest offerings 
help greatly in putting the message 
across according to proprietor W. B. 
Sweet. There is only one criticism, 
the letters should be hand signed as 
they are sent first class. 

Here is the text used in this novel 
presentation— 

To you—we extend this special 
invitation to view our newest foot- 
wear arrivals which are now being 
offered in a selection that is without 
parallel. 

Here you will find a stock of the 
finest and highest quality, nationally 
known Walk-Over shoes in an assort- 
mentment that appears almost un- 
ending. 

For many years we have been 
building on a reputation of quality, 




























P. E. West, window trimmer for the Bedell store in Detroit, 
achieved a remarkably interesting way of showing the Pirate 
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Well Displayed 





Boot in this window. 


@nerseempeeneecn (17911160555 


style and value. We have realized 
well that these are essentials of prog- 
ress and our ever-increasing clientele 
must be an indication that our shoes 
possess these features. 

Produced especially for us, these 
shoes combine the best in quality— 
good looking styles—and solid com- 
fort. And that’s why we point with 
pardonable pride to the display now 
presented. 

May we expect you soon? 

Very truly yours, 
WALK-OvER Boot SHop, 
11 North Park Avenue, 





Identifying Lines on the 
Shelves 


INCINNATI, Ohio.—Looking at 
the stock boxes on the shelves of 
the Potter Shoe Store, a pleasing 
rainbow effect is noted. Each of 


these boxes has a window the size 
of a silver dollar cut in the left hand 
side and in these openings the de- 
scriptive tickets are slipped. In- 
stead of having these tickets all the 
same color, a different color is used 
for each separate line, the reason 
being, that when the salesperson is 
looking for certain shoes, it is much 
easier to tell where a line begins and 
ends by the aid of the colored tickets 
than if all were of one color. 


Good Will! What Is It? 


EW ORLEANS, La.—On the 
wall of a store in New Orleans 
this is printed, “Good will is the dis- 
position of the customer to return to 
the place where he has been well 
treated—U. S. Supreme Court.” 
What a sermon! 
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The Cow Jumps 











Trade Survey Bulletin Shows Much Reduced 
Supply of Hides and Leather 


URING the past five years the 
D statistical position of the 

leather industry has been 
shifting constantly, as shown by the 
Trade Survey Bulletin issued by the 
Tanners’ Council of America. 

This bulletin shows that in most 
branches of the leather industry fin- 
ished stocks are now approximately 
at the lowest levels reached in the six 
years covered by the charts. In the 
case of sole leather, for instance, fin- 
ished stocks in the hands of tanners 
on Dec. 31 amounted to approximate- 
ly 1,700,000 sides, or only slightly 
more than the average monthly con- 
sumption of this type of leather for 
the three-year period 1924-1926. 

Further study of the sole leather 
chart brings out that in 1922 the 
tanners held six times this quantity 
of stock. It also makes clear that 
deliveries during 1927 ran slightly 
ahead of the prior three-year aver- 
age, but that production did not quite 
parallel this increase in deliveries. 

In its study of hide supplies, both 
domestic and foreign, the Trade Sur- 
vey Bureau shows that during 1927 
tanners not only used all the domes- 
tic output of cattle hides,. but turned 
to foreign sources for an increasing 
amount of raw material. This caused 
imports of hides to show a sharp 
rise. Prices of representative hides, 
both foreign and domestic, advanced 


SOLE LEATHER 


from the average 1924-1926 level to 
a high point 80 per cent above that 
level. 


URTHER light on the world situ- 

ation in leather is shown by the 
study of foreign trade in leather 
which embraces all branches of pro- 
duction, and which is based both 
upon the value of the commodity and 
upon gross physical volume. For five 
years past our exports have run 
along nearly on a level, but that dur- 
ing 1927 a marked upturn took place. 
Imports, on the other hand, have 
steadily grown in value until at the 


close of 1927 the total 
amounted to approximately four 
times the average for the year 1922, 

A study that marks a distinct for- 
ward step in analyzing factors affect- 
ing the leather industry is that made 
on shoe production. 

Figures based on six-year records 
show that during the third quarter 
of 1927, shoe production in the 
United States showed a marked in- 
crease above the normal seasonal 
amount. At the close of the year, 
however, the industry was back to 
what appears to be the “normal” 
rate of production for the season. 


imports 
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These charts, prepared by 
the Trade Survey Bureau 
of the Tanners Council of 
America, show graphically, 
the president condition of 
the hide and sole leather 
supplies, as compared with 
the previous five years. 
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fe RETAIL SHOE SALESMAN 


LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DOIT! 






a 


ADVANCEMENT THROUGH ‘KNOW~HOW’ 


Edited by Helen M.Haney 


How Schlaffer Sells Price “Kickers” 


He Makes ’Em Buy Two Pairs at a Fitting, Through Customer 
Confidence—and “Snappy” Advancing Shoe Costs’ Talks 


‘6 OW to Explain the In- 
H creased Shoe Cost to an 
Inquisitive Customer” has 

been well answered by a large num- 
ber of retail shoe salesmen from 
Florida to the New England States, 
and as far West as California. Good 
salesmanship, first gaining and 
then retaining the confidence of your 
customer; and giving the public to 
understand, through newspaper 
articles, the fact that shoes must 
cost more, should overcome price re- 
sistance. It is the opinion of many 
that the matter of price advance ex- 
planation to the public should be 
ignored, and that the subjects of 
quality, style and good fitting 
should be substituted. And yet, there 
are always some customers who will 
inquire the cause of even a small ad- 
vance in price. “A customer who is 
really interested in why shoes now 
cost more should be sold on buying 
a second pair at the present price,” 
is the belief of at least one expert 
merchandiser interviewed. “And if 
you do have to defend advanced shoe 
costs,” added he, “make your talks 
“snappy.” The first prize for best 





Cattle raisers have found for the 
first time in many years that 
there is money in their stock— 


even three-year-olds furnish it 





Cattle are killed for meat. Hides 
are only the wrapping paper 


customer instruction on advancing 
leather footwear costs is awarded to 
John G. Schlaffer of Quinn Bros. 
Shoes, Sedalia, Mo., who also sold 
“his man” a second pair, and that, too 
at the advanced price. The second 
prize for customer instruction on ad- 
vancing leather shoe prices is 
awarded to Walter Greenberg, shoe 
salesman at the L. G. M. Store, Sara- 
sota, Fla. We are giving herewith 
excerpts from some of the solutions 
to our recent problem: 


Reliable Merchants 
charge 

SARASOTA, FLA.—Salesman Walter 
Greenberg said, with the stimulus of 
the great war, the demand from all 
over the world for leather became 
greater than the output — conse- 
quently prices went sky high. After 
the war, there was a lessened de- 
mand, and a surplus of leather, which 
brought about a drop to sub-normal 
prices. During the past year, the 


Don’t Over- 


European countries which had been 
bankrupted by the war, but which 
have now recovered financially have 
begun to demand leather shoes; the 
surplus war stocks are gone; there 
is a shortage of hides—prices have 


necessarily advanced—not profiteer- 
ing prices, but prices which the com- 
mercial world imposes. When you 
go into a store to buy a shoe, kindly 
remember the above facts, and also 
that at no time will you be over- 
charged by any reliable merchant for 
any article—whether it is a leather 
shoe, or a leather shoe string. 


Cattle Killed for Meat 


ASBURY, PARK, N. J.—William J. 
Sneider, Sneider Shoe Co., said 
“Cattle raisers, until recently, have 
not been able to sell more than half 
of their herds. Many former cattle 
men have gone out of business. The 
demand for meat has decreased, and 
there are fewer animals killed. If 
cattle were killed for the hides, pri- 
marily, instead of for meat, prin- 
cipally, leather shoes would un- 
doubtedly double or triple in price 
instead of their present advance of 
about $1 to the consumer.” 


All the World Wants More Leather 


NEWPORT NEwS, VA.—Herbert L. 
King of Nachman’s Department 
Store—I would avoid the subject of 
increased cost of shoes, but if asked 
the question, I would say—More 








Cattle cannot grow unless they 


Many of the country’s for- 
grazing lands have been 
turned into oil lands 


eat. 
mer 
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shoes are being made today than ever 
before, but the supply of raw ma- 
terial has not increased in propor- 
tion. Our population is increasing, 
and foreign countries, which before 
the world war had used but few 
leather shoes are now demanding 
them. An increase in the production 
of raw material in our industry is 
not so simple a matter as in other 
industries. : 
Don’t Apologize for Higher Prices 

SAN DiEGO, CAL. — Olive Hirst, 
saleswoman at Ray Bros., says—lI 
should be quick and precise with my 
explanation. I would not give the 
customer the idea that I was ex- 
cusing the merchant, but indicate 
definitely that the advance in leather 
shoes is a fact that has to be ac- 
cepted and duly regarded in the pur- 
chase price, 


Do you think it a profitable pro- 

cedure for a salesman to wait on 

two or more customers at the 
same time? 


Population Increasing—Fewer 
Cattle 

CANTON, OHIO — Jerome Zimmer, 
salesman at Petot Shoe Co.—The de- 
mand for leather far exceeds the 
supply. The demand for leather is 
greater than for meat, and animals 
are not killed for their hides alone. 
Sometimes the showing of an article 
in one of the trade magazines to a 
customer will help the sale. 


DANVILLE, PA.—Victor J. Marks— 
Cattle raisers have been reducing 
their herds, because the meat de- 
mand has been decreasing. 


Kokomo, IND. — L. H. Lantz, 
Boston Store shoe department. Each 
year, the population of the United 
States increases—more leather shoes 


All countries are grabbing for 
hides 


February 25, 1928 


0480 tm 





The discussion of this question 
for the betterment of shoe mer- 
chandising was suggested by a 
volume buyer for a city store 
selling medium-grade women’s 
shoes. This buyer is aware of 
the fact that many high-grade 
shoe stores will not allow this 
practice. Yet, many of the me- 
dium and lower grade stores~de- 
mand this division of the sales- 
man’s customer attention. In the 
consideration of this question 
much depends upon the location. 

The manager of a men’s cloth- 
ing store in a big Eastern city, 
selling medium-grade men’s and 
boys’ shoes, says that he can 
successfully wait on six people 
at the same time, while a super- 
salesman in the clothing depart- 
ment of this store says that he 
can handle 15 people simultane- 
ously, sell them all, and keep 
them all smiling. 





The February Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


Is It a Profitable Procedure to Wait on One or 
More Customers at the Same Time? 





Let us have your experiences 
and ideas on the subject of— 


Is It a Profitable Procedure to 
Wait on One or More Customers 
at the Same Time? 


TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Poor composition and bad spell- 
ing are secondary considerations. 
Only men and women actually 
engaged in selling shoes at re- 
tail are eligible to enter this con- 
test. Winners will be announced 
in these columns March 24. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN MARCH 12. 














arm 





wanted. Shoes, bags, and the thou- 
sand-and-one other uses for leather, 
have consumed raw material to the 
point where the finished product 
must advance in price, complying 
with the old law of supply and de- 
mand. 


All Commodities Advancing in 
Price 
AUSTIN, TEX.—Samuel J. Joseph, 
salesman for John Joseph says — 
Give every reason involved in the in- 
creased cost of shoes. 


Economic Conditions Justify In- 
crease 


NEW ORLEANS, La. — S. H. St. 
Martin, salesman at Jacob Bros., says 
—Excess world-war supplies of 
leather have been used. Statistics 
show that the number of cattle to- 
day in the country is not any larger 
than when the population of ‘the 
United States was 70,000,000, in- 
stead of its present figures—120,- 
000,000. Competition is so keen at 
the present time that it would be 
business suicide for a merchant to 
attempt to raise his prices unless 
economic conditions justified the in- 
crease. 


PHILADELPHIA—R. W. Boaz, as- 
sistant manager of G. R. Kinney Co., 
Inc., says—Educate the customer im- 


mediately by newspaper articles, be- 
fore the increased leather costs af- 
fect the prices of all of our shoes. 


Sell Quality, Fit, Style 
KINSLEY, KAN.—S. F. Coover, with 
Ehlers Big Department Store—I 
would get the confidence of my cus- 
tomers—Sell them quality and fit 
and style, and try to place in their 
minds the benefit of buying two 
pairs of shoes and of forgetting the 
subject of price. 
Good Salesmanship Needed 
NORTHAMPTON, Mass. — M. W. 
Molloy, manager of G. R. Kinney 
Co., Inc.—Your question brings out 
effectively the decided need of real 
honest-to-goodness shoe men. 


Old Dame Economics can’t be 
beat. “SupplyX Demand=Price” 
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Stick to Quality and Style Talk 


EAST ORANGE, N. J.—Ben Jacob- 
son says—In these days of constant 
price changes, there is very little 
price explaining to be done, because 
the customer buys a newer style at 
each purchase. In his general sales 
argument of quality, he must dwell 
on the merit of the workmanship, 
as well as of the material. 


BROOKLYN, N. Y.—G. Levy—Give 
the customers the facts. Tell the in- 
quisitive consumer that hides are ob- 
tained from animals which are killed 
first for their meat. 


Cattle Scarce and Growing Scarcer 


PRINCETON, IND. — Clarence 
Williams, salesman at the Book Shoe 
Shoppe, says—Shoes have advanced 
in price on account of the scarcity of 
hides due to the fact that less beef 
is used, and that cattle are killed be- 
fore they reach maturity. There is 
a rapidly increasing population who 
are demanding more shoes. 


SHOE STORE PLAY-ETTE 
“HOW TO EXPLAIN THE IN- 
CREASED COST OF SHOES TO 
THE INQUISITIVE CUSTOMER.” 
(By First Prize Winner John G. 
Schlaffer, of Quinn Bros., Shoes, Se- 

lia, Mo.) 
Time—9:15 a. m. 
Date—Feb. 15, 1928. 
Place—Any modern shoe store. 


Act I 
SCENE 1 

Customer enters store and sales- 
man approaches. 

Salesman—Good morning, 
Fish. Have a chair, sir. 

SCENE 2 

Mr. Fish takes chair. 

Mr. Fish—I want to see a pair of 
shoes—about the same style as I 
have on. 

Salesman—yYes, sir, we have it. 
(Produces shoe and fits foot cor- 
rectly.) 

Mr. Fish—How much money do 
you want? 


Mr. 











Cattle hides started to go up 
first 


Salesman—Eight dollars, Mr. 
Fish. 


SCENE 3 


Mr. Fish (very much irritated) — 
What! Why, I only paid seven dol- 
lars for this shoe last season. You 
fellows are getting worse all the 
time. I’ve worn this same shoe for 
years and have been paying seven 
dollars for ’em right along. What’s 
the big idea—putting on another 
dollar? The war is over. They’re 
no better than the others I’ve been 
wearing. I won’t pay eight dollars. 
(Starts to pick up old shoe.) 


Act Il 
SCENE 1 


Salesman (quickly)—Just a min- 
ute, Mr. Fish; let me explain. Here 
is the reason this shoe has advanced 
in price. In the first place, there is 
a world shortage of hides. Fewer 
cattle are being raised. Then, too, 
the population is on the increase. 
More shoes are required and there 
are fewer cattle to fill the demand 
for hides received by the tanners, 
who make leather for the shoe manu- 
facturers. Hides are imported and 
exported from the four corners of 
the earth. Hides are a by-product 
of the meat industry, and were it not 
for this fact the price of leather 
would be prohibitive. Not all the 
hides are suitable for first class 
leather. There are many grades as 
well as kinds. The shoe you have 
on is of very good quality leather, 
full grain, plump calfskin. 

The shortage of leather has com- 
pelled the tanner to pay more for 
the raw hides, and this has been the 
direct cause of the advance in prices. 
The shoe manufacturer must like- 
wise pay more for his leather and 
charge more for the finished product. 
The same shoe bought by the retail 
merchant naturally costs him more 
money per pair and he is therefore 
compelled to add an additional sum 
to the selling price. And, as a mat- 
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ter of fact, he is not getting a 
longer profit than before. I assure 
you, we are getting only a legitimate 
profit necessary to _ successfully 
maintain a business. 

So you see, Mr. Fish, this is the 
reason for the advance in the price 
of shoes. I am quite sure any man 
who deals in leather goods will 
agree with my explanation. Ask 
any shoe repair man and he will tell 
you he is paying considerably more 
for his sole leather. 


SCENE 3 


Mr. Fish (in good humor again) 
—wWell, that sounds reasonable. I 
have never considered it in that way 
before. In fact, I never had occasion 
to even think about it heretofore. 
A fellow learns something new every 
day. I can understand the reason 
now. I'll leave these new shoes on 
and you can send the old pair out 


to my address. Here’s the eight 
bucks. 

Act Ill 

SCENE 1 


Salesman (taking money)—Thank 
you, Mr. Fish. And, by the way, 
how about a pair like those tan ones 
in black calfskin? Then you'll have 
a “team.” You know, one should 
never wear tan shoes after 6 p. m. 
They’re the same price. (Produces 
same. ) 

Mr. Fish—Say, that is a good 
idea. All right, send a pair of the 
same size along with the old ones. 
I’ll need them soon anyway. Here’s 
a ten dollar bill. Give a couple of 
those ones back to me and I’ll be on 
by way. They sure feel fine. 


SCENE 2 
Salesman makes out sales slip 
and has package wrapped for de- 
livery. 
SCENE 3 
Cash register rings up $16, pro- 
prietor hums a happy tune, and 
salesman approaches another cus- 
tomer. 


FINIS 





Chinese soldiers are proud of 
their new shoes of leather 











She needs no introduction 


Nationally known fashion 
counsellor to the _ shoe 
and leather industries 





and NOW 


Style Adviser of the 








@She steps ahead—tells an industry its 
next practical duty is to carry the shoe style 
show to the public. 


@ She demonstrated it could be done— 
by taking a theatre, postering it with three 
sheets in color—decorating the lobby with 
leather and shoes, and then putting on a 
forty minute show, complete, with scenery, 
music, models, shoes—and, believe it or not, 
she mentioned names of merchants so the 
public could follow the show into the shoe 


store. 


@ She’s so practical—makes every state- 
ment prove itself by fashion facts. Finds 
out with a woman’s eye that jazz footwear 
won’t fit with the new natural feminine 
mood of women; that fancy print fabrics 
won’t stand fussy combinations of leather— 
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and dozens of other conclusions, full of 
common sense. 


@ She is a commanding figure at every 
style gathering — speaks to the National 
Shoe Style Conferences and to the National 
Shoe Retailers’ Association so that every 


‘ one gets definite footwear facts, practically 


presented. 


@She becomes our fashion editor—to 
further a great work through the Boor & 
SHOE RECORDER — the 
weekly. 


great national 


@ She joins the Boor & SHor Recorper 
and in her capacity as fashion adviser to 
all branches of the shoe trade, she is pre- 
pared to offer a fashion service more com- 
prehensive and more practical than any 
heretofore attempted. 
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HE knows how to coordinate gar- 

ment and footwear modes. The latter 
is determined by the former. The shoe manu- 
facturer and shoe merchant can style, build, buy and 
merchandise shoes with a clearer understanding of 
garment fashions and their influence on footwear 
through her fashion eye. 

To this work Madame Jeffries brings an unusually 
complete experience. In girlhood, destined to become 
an operatic star, her associations actually contributed 
to her fashion education. First, in Italy, where she 
studied under famous teachers, and, second, in Paris, 
where she was under the chaperonage of Blanche George 
Merritt, then fashion correspondent of the New York 
Herald, her opportunities for study were manifold. 

Later, in New York, while singing with Metropolitan 
stars, she again came under Miss Merritt’s influence in 
the Herald’s fashion bureau. She comes from a family 
of practical shoemakers. Even as a child she was fa- 
miliar with all the major processes of shoe construction. 

For years she developed the idea of cooperating with 
retail merchants in putting on style shows. So well did 
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her idea work that she was soon in demand everywhere. 

She then came East, elaborated on the idea and staged 
style demonstrations for big department stores. She 
then helped establish for fabric manufacturers, working 
in conjunction with pattern manufacturers, the pinned- 
fitting service (showing women how to make fashionable 
ensembles), which was shown under the auspices of 
Vogue in big department stores all over the country 
twice a year. Later she was employed by the National 
Cotton Manufacturers’ Association to route a style show 
over a circuit of twelve large cities to link up sales of 
cotton cloth with sales of patterns. 

Madame Jeffries has managed more shoe style shows, 
within and without the trade, than any other director— 
and in this school of the industrial stage she is supreme. 
She now carries the work into new and wider fields— 
through the Boot AND SHOE RECORDER. 
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G-33—Front and Side View 


Crystal 
Midgets 


The G-33 displays a pair of shoes in 
a manner unique and practical—ar- 
tistically presenting both a full front 
and a full side view. The ideal stand 
for your holiday displays. 


All possible positions in which shoes 
may be shown to best advantage are 
provided for in this complete line of 
Crystal Midget Fixtures. 


Write for 
Midget Fixture Circular 
or General Catalog | 


Crusta 


Fixture 
es coats, 


A showroom ees located in 
Loop 


————e 
53 WEST 
JACKSON 
BLV D. 


CHICAGO 
ILLINOIS 


February 25, 1928 








Profit-Making 


The Ideal Street Shoe 
Smart and beautiful 
on the foot. 


UO-TYPE is s 

scientifically built 

for perfect com- 

fort and genuine support 

that it has been accepted 

by leading dancing teach- 

ers as the ideal shoe for 

Send for samples and Tap and Step dancing. 
catalog of complete line. BUT — DUO- TYPE is 
is ay mag gt - oe than a Dancing 
atent Leather ° *lat—it i Y 
and Black Kid A to D. ana” sa TURN 


| Write for Special Co-operative Plan } 


2 
OVER 40 YEARS — ES 


MASTER BUILDER, 


209 WEST 48" ST. 
NEW YORK CITY 

















Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


They have developed a 
large sale among service 
men who use them for in- 
formal wear, fatigue duty 
and polo. 


B6781—.17 inches high, 
finest quality, tan willow 
calf, full calf lined. 


$19.50 per pair. 


COLT-CROMWELL CO., INC. 
1239 BROADWAY. NEW YORK CITY 














Colored Suedes and Kids 
$2.85 


Terms: 10%-20 days 

— Express Allowed. 

(No order accepted 

for less than 12 pairs 
on any. 


style). 


Mule One Strap 
in Stock Black ae 
L diate 
D’Orsay Pump Delivery 
Honey Beige Suede New Short (Spike & Goben 

Gray Suede vemee Also Mule Pump 
Shelf Gray Kid 
Honey “Beige Kid . + ° 

Patent Vamp, Honey . Black Satin Kid Lined 
id 
Beige Kid Quarter — a K 
$3.50 
Swanky Pump 
Patent, with Red Kid 


rim 
Pate: with Hon 
Beles suk Kid Trim 
pik 


> 
* 


(Spike & Cuban 
Heels C Wide) 


$2.85 


Other Snappy Novelties Continually In-Stock 


Arongon Bros. Shoe Co. Inc. 


Boston 213 Essex St. Mass. 
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eS Sore 


us because his 





f- 4 


He has weak arches and they’re getting 
weaker. So his feet keep getting more 
and more uneasy and he thinks the last 
pair of shoes are ruining them. He’s 
“off” the store that sold him that pair 
—and won't be any shoeman’s steady 
customer until he’s fitted with cor- 
rective supports for his arches. 


This is the way to fit and adjust 
arch supports for * 


te Ny 
FOOT CORRECTION |\/ gg 


1 





























By the Dr. Scholl method the spot that needs correction 
can very easily be located on the support and the proper _ Fee Appliances may be adiusted in a momen 


the condition of the foot improves. Repeating 


eevation is made in exactly this spot with the aid of this service over a course of several weeks 


With this Arch Fitter Dr. Scholl’s Corrective 


firmly cements the customer to the store. 


Dr. Scholl’s Arch Fitter. The customer 
is asked to call at intervals of two to THE Pop aire mee. CO., Inc. 
three weeks for further adjustments by "ia We, Gcbdller cage ta 


easy stages to the correct position of the 62 W. 14th St. New York 112 Adelaide St., East, Toronto 
1-4 Giltspur St., London, E. C. 


arch. This is service that builds trade. Branches in the leading cities of the world 


Dr Scholls 


Corrective Foot Appliances 


i sitionA: the fal Second position—Raising the ap- Third position—Arch fully re. 
Fe et Shell Agdtione pliance as foot condition improves stored to its normal contour 
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EXCELSIOR MEDAL SHOES 


“The Kind the Boys Want” 


Style No. 8-376. 


Style No. 8-250. 
Gents’. Price 


Style 
No. S-376 


Boys’ Black Calf 
U Y _ last. 
3.45 


Style No. S-365. Boys’ 
r= Oxford on BOBBY renee 
45 


"rice 


Black Calf. Price 


~ These shoes are 


”; 
Good Luck Coin? -. 
with every pair 





Style No. 


-350. Boy: 
Blucher Oxford on BOBBY 
last. Price 5 
last. 
° 


Style No. S-350 


Out of the crucible of nearly forty years of competition, experi- 
ment and experience in building boys’ shoes, these styles in 
Excelsior Medal Boys’ Shoes have been evolved. 

They are worthy of their traditions, and will boost your business 
and pay profits. The boys are going to like them, and that gives 
you an opportunity to sell to the whole family. They are built 
to give satisfaction in style, comfort, and wear, and make it worth 
your while to sell them. 

The spring catalog is replete with varieties of shoes that are live 
sellers, and advertising suggestions to help you make sales. 
Send in a conservative order today and depend on our immediate 
INSTOCK SERVICE to supply you as you sell. 


THE EXCELSIOR SHOE COMPANY 


Authorized Manufacturer of Official Boy Scout 
and Seascout Shoes 
Department B, 


Portsmouth, Ohio, U. S. A. 


8-3 s’ Tan Calf 


Blucher 


Style No. 8-363. Boys’ Tan Calf 


A La 
4 # 
° 


“¢ 


€ 
* 
- 


Tan Calf 


Style No. S-364. Same as above in gg / 
$3.45 “4 
, \ 


V1 ays: 


built for Bays and Business 


200 of these 
booklets, free, 
with your name. 


= 


“A 
po 

ris 
4 / 


4 
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Style No. S-363 
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Socces 
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Ci ies No. 313 eyelet, striped in two tones of brown, is unusually 
“~ attractive. It harmonizes beautifully with all shades of brown 
and gives character to the shoe. Diamond Brand Vzszb/e Fast Color 
Eyelets are practical as well as beautiful. They preserve the smooth 

style lines of the upper and expedite lacing. 


Look for the “Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MASS. 


Manufacturers of 


DIAMOND BRAND Vxible FAST COLOR EYELETS 














THE QUALITY 


(The Acie of 
the “Iron Horse” 


ACK in the fifties, there was always an awe-inspired 
crowd on hand to welcome this mechanical marvel The uncomfortable stub toe 
h ‘ lled i ‘ th | ; Th characterized the shoe of 
whenever it pu into a station with a clattering roar. e 1857-1858. Today the box 


American locomotive, at this stage of development, was a one is he seceet of the shoe's 
smartness, its lasting beauty 
gaudy affair, with gleaming brass rods. The pride of the and perfect toe comfort. 
; . Manufacturers interested in 
fifties, however, would be dwarfed alongside the huge mon- idamiendien nt mi hi " y of 
“3 : their shoes are using (elastic 

ster of today. A similar comparison of footwear would also ~The Quality Box Toe 

reveal the amazing progress made in shoemaking 


during the past seventy-five years. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Styles in Stock 


The Wales 


No. 737 in Black Calf 
No. 738 in Mecca Calf 
A B CD widths 


The Rumson 


No. 739 in Black Calf 
No. 740 in Willow Calf 
A B CD widths 


Our spring and summer 
catalog ready March Ist. 
Address Dept. H 








M.A.Packard (Company 


BROCKTON, MASSACHUSETTS 
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We take each order that 
we receive as an award of 
merit. The fact that our 
factory has been running at 
maximum production for 
some months past would 
indicate that our KING- 
FISHER and LUXUREST 
Lines have appealed great- 
ly to a tremendous number 
of buyers. No doubt an 
inspection of our sample 
line would disclose several 
styles that would prove 
profitable to you. 


oH oF ISHER &ehon IN : 


Stoneham, Mass. 


Makers of Comfort Footwear 


Welts, Turns, McKays, Stitchdowns 


Merchants Shoe Co. 
offers 


These Fast Sellers 
IN-STOCK 


Jeanne Mule Pump 


Black Patent (with ornament, as illustrated) 
Spike Heels—AA-C 

Black Rib Satin (with ornament) 

Black Patent Vamp, Tweed Leather 
Quarter (without ornament) 

Spike Heels—AA-O 


White Kid (without ornament) 
Spike Heels—AA-C 


Black Patent (without ornament) 
Spike Heels—AA to C 
$4.25 


Black Patent (without ornament) 
Spike Heels—AA-O 


Same, on square toe, 
Cuban Heels—AA-C 


Brown Flower Satin (without ornament) 
Spike Heels—B wide only 
$4.00 


Silver. Kid (without ornament) 
Spike Heels—AA-O 
$4.85 


The Sweetheart 


Black Patent 
Spike and Cuban AA-C 


57 Lincoln St. 
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W. L. #«8\ DOUGLAS 
Shoes 


The New Stock Catalogue for Spring and Summer 
Is Out—Ready to Serve You ‘for a 
Profitable Easter Business \ 


Over 160 styles, in Men's, Women’s and Boys’ Shoes, are pre- 
sented in this catalogue, including style numbers, staple numbers 
that build repeat business, special made shoes for feet with bunions, 
shoes with cushion innersoles, extra long counters, riveted outer- 
soles, or other special features, sport shoes, Summer weight shoes, 
trim 3-eyelet ties, all leathers, all lasts, in fact every type of shoe for 
which you will receive a call. 


And back of this new and improved line of shoes is the following 
record: 


A gain in production of over 100,000 pairs during the 
latter half of last year, as compared with the first half. 
Orders on hand now for over 500,000 pairs as part of 
this season’s run. When merchants buy like that, the 
line has merit. 


We own and control one of the largest stocks of leather 
in the country. This assures you of a fair and square 
price on the shoes you buy from us. 


Ask the merchant who has thumbed the rich leather and admired 


line what he thinks of these shoes. We know how favorable his 
reply will be. 


If you have not received your copy of the new W. L. Douglas Spring 
and Summer stock catalogue, the coupon below is for your conve- 


ience. 


America’s Best-Known Shoes 





W. L. DOUGLAS SHOE CO., 
BROCKTON, MASS., 


Gentlemen : 
I am interested in increasing my turnover. Send me copy of your new Spring catalog. 


the fine shoemaking of the new and improved W. L. Douglas ) 
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Yon don! noed glasses. 


to see the money in Whittemore’s Superior Shoe 
Polishes when they are consistently brought to the 
attention of your trade. 


When turnover is increased, what is often thought 
a small unit profit, piles up into a highly satisfactory 


Whittemore’s 
Superior Shoe Polish 


assures the utmost protection for the life of shoes. 
No matter what kind of leather or fabric is used in 
making shoes, or how it is combined to secure style 
effects, or whether the finish is natural or artificial— 
Whittemore’s Superior Shoe Polish will prolong at- 
tractiveness indefinitely. 


WHITTEMORE BROS. 


SUPERIOR SHOE POLISH MANUFACTURERS NEARLY A CENTURY 


BOSTON, MASS. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 














Don’t Let an Easter Feast Bring a May Famine 
—Advertise Consistently—Regularly 


By R. G. PERKINS 


that keeps up its advertising consis- 






heavy advertising on the part 
of shoe stores in general. This 
is not an argument against the lib- 
eral use of space during the three 
weeks prior to Easter—but there are 


Bites: provides occasion for 





more to get, it costs less to handle 
and is better taken care of, there- 
fore more likely to repeat. 

A large percentage of the people 
who notice the pre-Easter advertis- 
ing will not make their spring shoe 


tently will better establish itself in 
the minds of these people than will 
the one that throttles down to a 
whisper. 

With these points in mind, if you 






chant should guard against. 
The factors that warrant “go- 
ing strong” on advertising at 
this time are: 

Immediate returns can be 
secured in greater volume and 
at lower percentage of adver- 
tising cost than they can ordi- 
narily. 

Many people intend buying 
shoes before Easter. If they 
don’t buy them at your store 
they'll buy them elsewhere 
and those sales will be lost. 

So it pays, of course, to 
advertise before Easter. It 
pays to run ads then more 
frequently than usual and 
avoid crowding them—have 
them light and airy in ap- 
pearance, enticingly sugges- 
tive of style and quality. 

So far, so good. And now 
for the don’ts. 



















O keep the advertising 

going when business is 
good is O. K. But to stop it 
when business is not so good 
—that’s N. G. 

If you’ve set a definite ad- 
vertising appropriation that 
must not be overspent under 
any conditions, then watch 
carefully the distribution of 
this advertising by months 
and seasons so that it isn’t 
spread out too thin later on. 

The facts that warrant 
consistent advertising 
through the year are: 

Business that takes up idle 
time of the regular sales 
force is worth more than 
business which necessitates 
hiring extra, inexperienced 
help. Though it may cost 





















some possible errors that the mer- 


purchases until later on. The store have 








Get Ready for Lively Selling 
in MARCH 


Fashions for Easter and Spring should 
now hold the center of the stage, of course. 
Give them the principal windows to them- 
selves. Also give them ads to themselves, 
but if there’s a considerable amount of 
stock on hand that must be cleared before 
April, give these items some separate ads 
or some separate window displays or both. 

Get a few simple comic cut-outs ready to 
use in connection with St. Patrick’s Day, 
the 17th. Push party footwear for about 
two weeks prior to this date. 

If you plan on using special window set- 
tings for Easter, get the sign shop started 
on them now. Your floral decoratives 
should be ordered. Are they? 


March 1-10 


March 12-17 


Is the weather cold—mucky—stormy—or 
what have you? Don’t miss any chance to 
reduce stocks and increase sales on galoshes 
and kindred items. 

How about your display fixtures? Do 
some of them need touching up a bit? And 
have you given the necessary orders to in- 
sure the walls, ceilings and all fittings look- 
ing fresh as a daisy when the spring sea- 


son gets under way? Let this be a spruc- 


ing-up week. 


March 19-24 


From now until Easter the afternoons 
will be busy—the mornings not so busy. 
Why not try some inducements to bring in 
more business in the mornings? Some 
dealers have accomplished this with “time 
items”; others with novelties. , 

Have you some extra salespeople coming 
in? If you can get them all together one 
morning or evening and carefully go over 
the stock with them, you will save some of 
your own time and likely do a better job. 


March 26-31 


This is the time when your advertising 
dollar buys the most in immediate returns. 
Use plenty of white space and some modern 
“dolling up” in the ads. Make them cheer- 
ful looking and suggestive of “class.” 








an inflexible appropriation 
based on sales of last year, a 
good plan to follow would be 
to spend for advertising in the 
three weeks prior to Easter 
this year the allotted percent- 
age of the sales of the three 
weeks prior to Easter last 
year. That is, if your appro- 
priation for the year is 5 per 
cent of last year’s sales, spend 
in these three weeks 5 per 
cent, not of the corresponding 
three weeks on the calendar, 
but of the three weeks prior 
to Easter of 1927. Otherwise 
what you spend above this 
amount at this time will have 
to “come out of your hide” 
later on when you really have 
more need of some advertis- 
ing. 


OWEVER, it is better to 
make the appropriation 
flexible—which can be done 
without increasing the per- 
centage. For example, let us 
say you appropriate 5 per 
cent of last year’s sales for 
advertising. For a period in 
which your sales last year were 
$10,000 you this year spend 
the allotted $500 in advertis- 
ing and secure sales of $12,- 
000. Five per cent of $12,- 
000 is $600 and you’ve spent 
$500, so there is another $100 
that can be applied to adver- 
tising. This method of per- 
mitting the advertising to 
increase with the sales will 
enable the profits to increase 
with both. 
Why tell Progress to stand 
by until your budget for next 
year is ready? 
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ST ELEVEN SECONDS — that’s the average 
length of time that a hurrying public will stop 
to look at a retail window display. 
This important fact has been proven by actual 
stop watch investigation. The display window 
must get in its work of selling the average passer- 
by in eleven seconds or not at all. 
The big aim in store front designing shouldbenot only These changing times call for changing methods of 
tostopmore passers- by buttodoa quicker job ofselling. Store Front and display window designing. 


This is an age of “speeding up.’ Kawneer has anticipated this new 
The automobile and airplane have 
speeded up travel. The radio has 
speeded up the dissemination of 
world news. Invention has speeded 
up production. And— 

the New Improved Kawneer Store 
Fronts of 1928 are particularly de- 
signed to speed up retail selling 
through window display. 





day in merchandising. 

Get acquainted with the new de- 
velopments in Kawneer Store 
Front Construction. 

Write for our new book, Modern 
Store Fronts for Better Display. The 
attached coupon will get prompt 
attention. 


TK (Ci © DZS ZIM 


This new ornamental design further enhances the architectural beauty of Kawneer 
high quality store front construction and identifies it for your protection. 


THE 


Kawneey ©— 


COMPANY 


2313 FRONT STREET, NILES, MICHIGAN 
Send your new book, “Modern Store Fronts for Better Display.” 
It’s Free. 
Name 
Address 
City. 
Kind of Busi 









































25, 1929 
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Bay windows with zoological backgrounds—overhanging roof with chimney— 
these are features to make a store front conspicuous 


Catering to the Play Instinct 


New Shoe Store a Regular Zoo 


H. KOTZ, president of Kotz’s Street. 


The photo of the front 


and does not show the name, which 


Shoe Stores, Chicago, a few was taken at the time of opening will appear in the framed space 


weeks ago added a 
children’s store to Kotz’s 
string of seven stores. This 
is their first children’s shop 
and Mr. Kotz took especial 
pains to make it quite clear 
to the public at first glance 
that this is a children’s 
store. Moreover, he want- 
ed all who had once seen 
it to have something to re- 
member it by. These views 
of the store will help you to 
judge for yourself how well 
he succeeded. 

This shop is on Ellis 


above the entrance. The 
front is of colored stucco 
and is set in, the window 
panes extending out to the 
building line. The roof is 
of slate and slopes out over 
the windows. The backs of 
these windows are ar- 
ranged as zoo cages, with 
cut-out figures of animals. 
This effect is very strik- 
ing and gives the appear- 
ance of considerable depth, 
but the background itself 
actually takes up only from 
two to three inches. The 
shoes are displayed on ani- 


There is a@ communicating door between the children’s store 
and Kotz’s store for men and women. The street entrance 
to the children’s store is off this picture, to the left 


Avenue, adjoining the Kotz 
shoe store, which is on the 
corner of Sixty-third 


mal cut-out shoe stands. 
[CONTINUED ON PAGE 98] 


Just like walking into a menagerie. Cages with animals all 
around. The cages have real bars, behina which are ani- 
mals cut from plywood. This view is from near the entrance 


This is a close-up of the fitting platform at the rear of the 


Store. Note the variety of animal seats. Stock is carried 
behind these cages and those on the sides of the room 
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Sell Quicker 


when Fairy Formed 


HAT a touch of class a beauti- 
Wi perfect-fitting Fairy Form 
adds to a display model! It is for this 
reason that retailers who appreciate the 
vital importance of appearance as a 


factor in making sales are now fitting 
their display shoes with Fairy Forms. 


A shoe put in your window is merely 
another shoe to many of the people 
who pass your store each day. Tree it 
with a perfect-fitting Fairy Form and 
this same shoe takes on new interest. 
People will stop and admire it. Many 
will come inside and buy who other- 
wise would pass you up. 


Fairy Forms are yours for the ask- 
ing. Any shoe manufacturer will 
gladly furnish them for your display 
models upon request. 


Fairy Forms are fully protected by 
American and Foreign patents. Users 
and Producers of infringing shoe forms 
are liable to suit for damages, profits, 
and injunctions. 


THE SHOE FORM COMPANY, INC. 


Auburn, New York 








Your Best Customers 
Are Responsible For 
The Popularity of Spans 


The women responsible for the 
success of Spans are the women 
who make tomorrow’s styles— 
women with a bit of daring and 
a wealth of good taste—your best 
customers. 


Advertising regularly in Vogue 
and Harper’s Bazar has helped. 
Enthusiastic word of mouth com- 
ment has helped more. Your 
best customers are aware of 
SPANS—ready to buy them. 


Selling from $2.50 to $22.50 a pair. 


Spans are thoroughly covered 
by patent, made only by B. A. 
Ballou & Co., and bear the 
name “Spans” ‘on the clasp. 


q 


SO? Nnpeart Vjoes 


A. BALLOU & CQO., INC, 


Providence, R. I. 
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Keep “Em Light and Airy 


The Vogue in Styleful Advertising Calls 
For Plenty of White Space 
Around the Shoe 


DVERTISING is no exception 
to the rule which decrees con- 
stant, unending change in 

everything. In years gone by, even 
in comparatively recent years, the 
advertising man figured that he had 
not earned his salary unless he man- 

to get the maximum number of 
words and the maximum amount of 


OLOCK & BAUER 
—in the Salon Saler 
2000 Pairs of Our 
LOVELIEST SHOES 


priced previously to $21 








LIZARD - ALLIGATOR - PYTHON - SUEDE 
PATENT LEATHER - SATIN 
HIGH HEELS and WALKING HEELS 
the creme de la creme of the Salon 
stock . . . everything the smart wardrobe demands! 


++. and a replete variety of exquisite shoes 
previously $14.50 to $37.50 


$9.75 to $19.75 





IGAN AVENUE AT MADISON 





~—— i 


LMILLER 


onsvteitwsttown MK TNT ERNATIONALE 





A FEATURED TWO-STRAP 
IN THE 
SEMI-ANNUAL 


( 
) 
) 
) 
) 
) 


«4 


THE VISTA IN 
BLACK SUEDE 
A popular Millertaire 
model in the blackest of 
black suede with twin 
buckled straps of patent 
leather and a comfort- 
able walking heel . . . 
One of the featured val- 
ues of the Sale at $9.85! 


137 SOUTH STATE STREET 


Near Adams 


art work into the smallest possible 
space. 

Advertising in those days was 
dead black. Nothing stood out. 
There was no_ emphasis. You 
couldn’t see the picture of the mer- 
chandise because there was so much 
type around it. You couldn’t read 
the text because it was so mixed up 
with the art work. 

Then came along a new idea in 
merchandising. The theory of so 
arranging stock and so trimming 
windows as to make it easy to buy 
was evolved—and the advertising 
man followed suit in his newspapers, 
magazines and direct by mail 
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/ The Costiipie Bootery of 
OCONNQG} a 
. \\\, 





O-G SLIPPERS of GENUINE LIZARD- 
SKIN in FASHIONABLE SHADES 
of BROWN, BEIGE or BLACK, 
TRIMMED with SMART 
HARMONIZING 
KIDSKIN 


16°° 


The superior quality and 
style of these O-G Shoes is 
determined the moment they are 
observed by crincal connoisseurs of footuvar 
Today... the O-G Madison Street Shop 
ALSO PRESENTED IN THE O-G UPTOWN BOOJERY 
AT 4616 SHERIDAN ROAD NEAR WILSON 


2 Wee pleasure and e dtuncuon to wear OG Shoes and Stockings..and theycowt no more 


APTA ERO ty 





folders. Fewer shoes were shown 
in the windows and the window 
trimmer was more careful in his 
selections of color in backgrounds 
and in the type of fixture used. 
Inside, the stores were beautified 
and simplified by the interior dec- 
orator. It became increasingly 
easier to find what the customer 
wanted and to show it in an environ- 
ment which enhanced its beauty and 
its value, rather than detracting 
from it as in the days when mer- 
chandise was piled up helter skelter. 


N keeping his advertising in tune 

with the times, the advertising 
man has found it necessary -also to 
simplify his treatment. Elaborate 
art work has given way to well chosen 
typography and the simplest of dec- 
orative designs. The shoe and the 
price are given prominence, not 
necessarily by making them big and 
very black, but by surrounding them 
with a frame of white space in which 
they stand out as though in high re- 
lief. 

The advertisements shown on this 
page are typical examples of the 
trend of the times in retail adver- 
tising. The newspaper reader is 
under no delusions as to just what 
she is getting, what price she will 
have to pay and where to go. But 
in spite of the intense practicality 
of the advertising, it has an air of 
style in keeping with the styleful- 
ness of the merchandise. 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American” Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 
1016 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
Besten: R. 302-69 Canal St. 








No. 9015 


ee ee ee ee ee ee ee © ee ee ee ee ee ee ee 
= ms ? sco ~ 








American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

4 Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating."’ 

CO 


3 
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The Spot or Flood light with an 
unconditional lifetime guarantee 
against rust, tarnishing, peeling or 
discoloration of the reflecting sur- 
face. 


The economical solution of your 
Display Window lighting problem. 


Duco finish in 
deep blue. 
Equipped with 
six color screens, 
color frame, 
cord and plug. 
Uses 200 watt 
Type C Nitro- 
gen bulb; bulb 
not included 
Two styles— 
Spot and Flood. 
Specify which is 
wanted. 








Our complete line of new Spring deco- 
ratives now on display in our show- 
rooms. Be sure to see these when in 
Chicago. 


The new Spring issue of our catalog has 
been mailed. If your copy has not ar- 
rived let us know. 





The Adler- Jones Company 
645 South Wells Street, CHICAGO 
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MILLER 
_ SHOE 
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After a merchant has featured Miller Shoe a 

Trees he cannot understand why he did not f 

do so sooner. - 

yn 

These trees are always business getters. a 

If there is any doubt in your mind about this - 

—tell us you don’t believe it. We'll welcome n 

an opportunity to show you the way to extra : 
profits. 

I 

tl 

a 

F 

Pp 







PRESS ON THIS PLATE 
TO FORCE TREE INTO 
PROPER POSITION 

IN SHOE 





In ordering Pack Flat Trees, specify the 
model, sizes and widths. Because of the 
adjustment feature half sizes are not 
necessary, but will be made if desired. 


O. A. MILLER TREEING MACHINE COMPANY | 


Lace Division Brockton, Mass. 


























Loe 
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Mass. 
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Ihe first Chapter 


in many a 


STORE'S 
SUCCESS 
is written 

ina 


blue~ 


HEN astore scores a victory in the battle for 
business—it isn’t an accident. Usually the 

first chapter in that store’s success was written in 
ablueprint. But even before this, surveys are made. 
Buying methods are considered. The entire store 
area is plotted to produce sales. The store is fore- 
planned for sales appeal. The specifications call for 

) modern store equipment to aid in completing sales 


at less cost. 
a“ “ “ 


What generally leads up to a store plan of this 
character is the fact that successful merchants are 
not satisfied with “‘business as usual.”” When sales 
are not going ahead, the alert merchant wants to 
know what’s wrong. 
“« « a 

He consults Grand Rapids store planners to locate 
the trouble. One of our men, trained in planning 
and merchandising, discovers just what is needed. 
Perhaps the non-producing sales area is out of pro- 
portion with the producing sales area. It may be 
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GRAND RAPIDS STORE EQUIPMENT CORPORATION 
Grand Rapids, Michigan 












that there is not an even flow of traffic throughout 
the store. There are many different things that 


could be wrong. 
“« “ “ 


This situation might seem to apply only to large 
stores. That is not the case. It is just as important 
to right these wrongs in small stores as in large, and 
we are just as ready to be of service to the small store. 
a“ a 4 
The duty of our store planners is to find out exactly 
what is wrong and remedy it. That is why old 
stores, after being properly replanned, show sales 
increases as high as 75% to 85%. That is why new 
stores properly planned show immediate re- 
sponse in sales and profits. 
| « “ 
Grand Rapids Store Equipment, backed by the 
recommendations of our staff of more than 60 store 
planners, offers merchants the best business in- 
vestment they could possibly make. Send coupon 
below for our latest literature. No obligation. 





Factories: 


Branch offices 


Grand Rapids GRAND RAPIDS STORE EQUIPMENT CORPORATION and represent. 
P O Grand Rapids, Michigan 5 : 
ortland, — Gentlemen: Please send literature and information on your planning anees ~ eed 
Baltimore service and store equipment. territory 
New York City 












City. 















STORE 





PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE 

















STORE EQUIPMENT 
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RECORDER SHOW CARDS - 
TA LK\ 


Chain stores always use window cards— 
Are you making your windows as effective? 












One way to cope with chain store competition is to match your merchandis- \ 
ing brain with theirs, by analyzing your location for contact with 70% of 
the class who can buy the shoes you offer; by analyzing your size range to 
find if your volume (70%-80%) is done in 644 to 9, men’s styles, for Vv 


example. Chain stores are not afraid to lose sales of end sizes rather than 


carry an expensive inventory to care for this small percentage demand. 4 
di 
Recorder cards are so prepared each month to help you get the group idea on 


or display in your trims, and so bring out the strong points of your line, either 


style, quality, value, fitting or seasonal idea. 


Window trims without Show Cards are trusting to luck! 
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MESSAGES 


Your first opportunity to 


This Is What You Receive 


WE looked a long time and discarded many types of easels 
before we selected the beautiful polychrome two-toned ones 
which are a part of this service. 


With your first shipment of cards you receive four easels either in 
silver or gold with your store initials hand 

embossed in the oval against a dark back- 
ground. Every month you receive eight 

hand-designed cards similar to those repro- 00 
duced above, with different shaped cards aeons 
each month . . . full of peppy selling mes- a 
sages and every two months 100 special 
blank price tickets. All for. . alee Month 


RECORDER SHOW CARD DEPT: 
189 W. MADISON STREET CHICAGO, ILLINOIS 


Ki TO NEW TRADE 


Tear off and Mail This Coupon 


Please send the RECORDER SHOW CARD 
“Selling Messages” Service for one year, con- 
sisting of eight new cards each month, and 
four polychrome art easels with the first 
month’s service, beginning with cards for 
April, for which we will pay $48.00, payable 
$4.00 per month. 


$45.60 per year if paid in advance 
We prefer the (silver) (gold) easels. 


We sell men’s, women’s, children’s shoes and 
hosiery. 
(Cross out lines not carried.) 


We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


Store Name 
Owner 
City 


State 
(February 25th issue) 
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The SHERWOOD SHOE Co. 


announces the 


AWARD OF $250 


to 


MR. CHARLES LA TORRES 
Of Sonoma, Calif. 
for having submitted a description 


that came nearest to explaining how 
the “Mystery Shoe” was made. 





pin, 








It’s no “mystery” how to make profits 
by merchandising Sherwood Shoes 
and Specialties. 


Sherwood Shoe Co., Inc. 


Rochester, N. Y. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 


CHICAGO, ILL. 
F. J. LePine, 1618 Republic Bldg. 
PHILADELPHIA, PA. 
W. F. Schoell, 119 So. 4th Street 
LOS ANGELES, CAL, 
McAtee, 811 Lankershim Hotel 
SAN FRANCISCO, CAL. 
R. Rosenberg, Hotel Normandie 
DENVER, COLO. 
W. B. McNutt, 218 Charles Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 








G. C. 
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Who’s Who on the Road 






Shoe Travelers Are Reminding Customers That Market Is “Firming 
Up” and Easter Deliveries Should Now Be in the Works 





LMER UPPHOFF now represents 

‘Rogers Shoe Co. of San Francisco 
on the “Westernmost” Coast. Mr. 
Rogers has traveled the entire Pacific 
Coast territory. He will concentrate 
on the East Bay suburban district and 
the Santa Clara Valley for his new con- 
nection. 





HRIS NEL- 
SON, well 
known on the Pa- 
cific Coast, has 
been appointed 
sales man for the 
Irving Drew Co., 
and will cover Ore- 
gon, Washington, 
Idaho and Mon- 
tana for this house. 
Chris needs no in- 
troduction to the 
“Pacific Coasters.” 
He has been con- 
nected with both 
the wholesale as well as the retail end 
of the trade for several years. 





Chris Nelson 





ye Rochester Association of Shoe 
Travelers will hold a meeting at 12 
o'clock noon on Saturday, April 7. This 
meeting will feature reports from the 
committee on the promotion of the in- 
terests of the Rochester shoe trade and 
the report of the delegates to the 1928 
recent convention of the N. S. T. A. 
The new committees will also be official- 
ly announced. President Vegiard, by the 
way, is one of the most active “vets” 
in the industry. He is 74 years old, 
and has been a traveler for more than 
40 years. 





OWN at the 

Indiana 
headquarters of 
The Huntington 
Shoe & Leather 
Co. a RECORDER 
scribe asked 
Sales Manager 
Kimber L. Bar- 
ton, Jr., whether 
a certain’ shoe 
salesman was the 
type of traveler 
who would call 
on a retail shoe 
merchant and 





K. L. Barton 
look through his shoe boxes to size up 


the stock on hand. “If I thought one 
of our salesmen would do that,” re- 
plied Mr. Barton, “I’d tell him what 
my father told me. When I was new 
in the shoe business and with the old 
firm of Barton Bros., Kansas City, I 
accompanied my: senior on a trip. 
While calling on a retail shoe mer- 
chant, and while father was talking to 
the merchant, I pulled down a number 





By HELEN M. HANEY 


of boxes from the shelves and exam- 
ined the shoes. When we went outside, 
father said: ‘Kim, you had no right to 
open and look into those boxes. The 
contents of those boxes belonged to 
the owner of that store, just as much 
as the contents of his cash drawer, 
and you wouldn’t have thought of go- 
ing back to his cash register and ex- 
amining its contents?’ There are 
plenty of little things I like to observe 
in sizing up a salesman,” continued 
Mr. Barton, Jr. I always note how a 
man handles his table cutlery, for one 
thing. Some day he’s going to invite a 
customer to dinner, and if he handles 
his fork stone-age fashion the cus- 





THAT ONE-ARMED GOLFER 


(From The J. P. Smith Shoe Co., 
“The Idea’) 


The other day I stood near the 
first tee at the club where I val- 
iantly struggle to break a hun- 
dred without cheating. In the 
threesome ahead of me, the first 
player to step up was a strap- 
ping, smiling chap with only one 
arm—and that the left. I watched 
him place his ball, then put his 
driver through a couple of pre- 
liminary swings—I watched him 
perhaps with a trace of pity in 
my glance. Such a big, good- 
looking chap; such a shame that 
he must go through life with 
~— empty sleeve tucked in his 

elt. 

Then he drove! And my feel- 
ing of pity flew away with that 
white golf ball—275 yards 
straight down the fairway. And 
there was no surprised look on 
the face of our one-armed friend. 
You could tell by his manner that 
he always hit a ball that way. 

His two partners drove off 
after him. Both were well-built 
—both had two good arms. And 
both failed by sixty yards to 
equal the powers of that one- 
armed smiler. 

As for myself, with my terrific 
drives of 150 or 175 yards mostly 
to the extreme right of the fair- 
way, I realized how little the loss 
of an arm or a leg or an eye 
handicaps the man with the will 
and the capacity to do things 
well. And if we look around a 
bit how often do we see such 
demonstrations of the mastery of 
mind over matter. 

When we watch people minus a 
limb or two beat their so-called 
perfect brethren at their own 
games, it sort of makes us feel 
that true faith and courage can’t 
ever fail. M. B.C. 


















tomer may be the sort that will not 
heartily applaud. I like to play golf 
with a man, if it’s possible, before we 
hire him. In golf or tennis, certain 
innate courtesy finds expression. And 
then, too, a man who'll cheat a little in 
scoring will often unwittingly supply 
an index to his character.” 





L G. THELIN 
now repre- 
sents the Hamil- 
ton-Brown Shoe 
Co. in northern 
Colorado. He will 
make his head- 
quarters at 622 
Charles Building, 
Denver, where he 
has a permanent 
sample room. Mr. 
Thelin was for- 
merly connected 
with the John Pill- 
ing Shoe Co. He is 
known to his many 
friends in the trade as an enthusiast, 
a live wire, and a thorough salesman. 





Al Thelin 





CHARLES EVANS, former presi- 
dent of the National Shoe Travel- 
ers’ Association, and for the last 12 to 
14 years with La Valle & Lo Presti of 
New York, will make his headquarters 
at the Lankershim Hotel, Los Angeles, 
and has added Beker & Friedman, Inc., 
turn shoes for his medium priced line. 





HARLES J. 

VEGIARD, 
who travels New 
York State for W. 
C. Goodger, Inc., 
and president of 
the Rochester As- 
sociation of Trav- 
eling Shoe Sales- 
men, has appointed 
the members of his 
executive commit- 
tee for 1928 as 
follows: C.J. Ve- 
giard, Charles W. 
Anderson, Charles 
O. Fox, A. J. McLeod, Clarke B. Row- 
ley; welfare committee, Edwin C. Gor- 
don, Harry A. Chase, R. L. Seward, A. 
J. McLeod; auditing committee, James 
P. Beatty, H. Baker, C. O. Fox; ways 
and means committee, Joseph Holmes, 
Edwin C. Gordon, Thomas Dorrity; 
committee on promotion, Charles W. 
Anderson, Thomas Dorrity, Gustave A. 
Schaub, Joseph Holmes, Edwin C. Gor- 
don, Merleau C. Smith, Edward Kalb, 
Harry Winans; committee on nomina- 
tion of officers for 1929, G. A. Schaub, 
M. C. Smith, C. O. Fox, Jack McCourt, 
A. Cleveland Edson, James P. Beatty. 





Chas. J. Vegiard 
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TERUEIEMAN-BIEDDOW 








“Custom” 


Custom in every way ex- 
cept price. 

It meets the latest style 
thought in shoes, sim- 
plicity, character and 


good looks. 


$4.15 
Less 2% 20 days 


IN STOCK 
A to D 








Style No. 153. Black Calfskin. 
Style No. 152. Medium Tan Calfskin. 


FLASIHMON BUILDERS 


































February 25, 1928 





W. THULI, who represents W. B. 

# Coon Co. on the Pacific Coast, was 

a visitor in Rochester recently, looking 

over his new samples for the coming 

season. Mr. Thuli says enthusiastical- 

ly that he expects to do a fine business 
during 1928. 


AVE J. WRETZKY of Chicago, 

former retail shoe merchant and 
well known to the trade, was recently 
appointed Chicago representative for 
the Helmholz Shoe Mfg. Co. of Mil- 
waukee. Sales Manager W. L. Dono- 
van reports that Mr. Wretzky is already 
doing a very nice business with the 
Helmholz line of children’s and grow- 
ing girls’ footwear. Mr. Wretzky is 
also announcing to his many friends 
in the trade that a very young lady ar- 
rived at his home on Jan. 25, last. 


ACK ATKINSON and Al Lonker of 

the Atkinson Shoe Corporation, Bos- 
ton, showed their line of women’s nov- 
elties at the Hotel Ambassador, Atlan- 
tic City, during the recently held M. A. 
S. R. A. convention. Among the shoes 
shown were honey beige, tan, gray and 
black eyelet ties, many bright colored 
sandals, and stubby French toed sabots 
with 24/8 heel, of which Mr. Atkinson 
said he had sold over 1500 pairs in the 
past six months. 


ILLIAM McCORMACK, known 

to all as Bill McCormack, who is 
back again with A. J. Bates & Co., 
showed his line at the Indianapolis con- 
vention. Another Eastern line shown 
was that of the Munroe Shoe Co., ex- 
hibited by Jim P. Blythe. The Field & 
Flint line was shown by William Cush- 
ing; Harry P. Lynch, president of the 
Boston Shoe Travelers’ Association, 
showed the line of Hoague & Sprague. 














F. HART succeeds E. E. Nelson 

eon Pacific Coast territory. Mr. 
Hart has been connected with the Bur- 
rows Shoe Co. for many years. He 
reports that the new spring line of 
this house is receiving a good recep- 
tion from the “Westernmost” Coast 
trade. 





Business is like baseball. The home 
run you made yesterday won’t win the 
game today. 

—Nettleton Association News. 





DWIN REIN- 

HART has 
recently joined 
the sales force of 
Julius Grossman, 
Inc. Mr. Rein- 
hart is one of 
the best known 
shoe travelers on 
the Pacific Coast. 
He says that his 
new spring line 
of Pedemodes is 
being well re- 
ceived. Mr. Rein- 
hart was a re- 
cent visitor in San Francisco. Among 
other recent visitors to “The Golden 
Gate City” were Newt Violette, who 
represents the Ault-Williamson Shoe 
Co.; Ed Ryan, who represents D. Arm- 
strong, Inc.; Frank O. Field, who rep- 
resents the Interstate Shoe Co.; Emil 
Goldman, who represents the Marl- 
borough Shoe Co. 


Edwin Reinhart 








Al Castaneda and Dote McCul- 
lah, two of “The Blue Boys” 
from the San Joaquin Valley, as 
they were seen by the camera 
man while at a “Scotch Get-To- 
gether.” Al is proprietor of the 
Model Boot Shop at Nogales, 
Arizona, and Dote McCullah 
travels that territory for The 
Roberts, Johnson & Rand Branch 
of The International Shoe Co. 
Dote donned the horn-rimmed 
“specs” for the occasion 
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Don’t forget that your customer 
is “the other fellow’s” prospect. Be 
sure that he is given attention and 
service.—Nettleton “Table Talk.” 





INDIANA TRAVELERS’ 
LADIES GRACIOUS 
HOSTESSES 


INDIANAPOLIS, IND.—Mrs. John 
P. Lucas, wife of the president 
of the Indiana Shoe Travelers’ 
Association, was general chair- 
man in charge of an artistically 
appointed luncheon and card 
party held on Tuesday after- 
noon, Feb. 7, in the Chateau 
Room of the Claypool Hotel, as 
one of the entertainment fea- 
tures of the Indiana Convention. 
There were about 200 present. 
The color scheme was pink and 
lavender; boutonnieres of sweet 
peas in these shades were dis- 
tributed as favors. Mrs. Lucas 
was assisted by Mrs. Clarence 
Dean, Mrs. John Honaker and 
Mrs. George Lambert. Mrs. W. 
E. Ratcliffe, chairman of the 
card party which followed the 
luncheon, was assisted by Mrs. 
E. C. Smeltzer and Mrs. F. E. 
Naegele. The reception commit- 
tee for women was composed of 
Mrs. H. O. Warren. Mrs. Homer 
Beals, Mrs. C. I. Slipher, Mrs. 
C. T. Foreman. Mrs. Honaker, 
Mrs. Lambert, Mrs. Carroll Cod- 
ding and Mrs. Clark Espie. 
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ISITORS at this year’s Dallas con- 

vention missed a former regular 
attendant in Harry K. Dunn, who cov- 
ered the Southwest for eight years in 
the interests of the Krippendorf-Ditt- 
man Co., Cincinnati. Early in Janu- 
ary, 1928, Mr. Dunn was transferred 
to Kentucky and Indiana territory. He 
welcomes the change in that it enables 
him to run in more frequently to his 
home in Indianapolis, where for fifteen 
years he has been a loyal member of 
the Indianapolis Shoe Travelers Asso- 
ciation. Those who know this “big 
boy,” with his ability to form real 
friendships, will understand his regrets 
in meeting his Texas friends less often, 
but he plans to meet them during their 
~— 3 the Cincinnati headquarters ‘of 

. D. Co. 





ILLY MORRIS, Tom Eagan and 

George Draine, representatives for 
the Peters branch of the International 
Shoe Co., have moved their headquar- 
ters from the Fielding Hotel to 803 
Commercial Building, 833 Market 
Street, San Francisco. Billy, however, 
still continues his sample rooms at the 
St. Mark Hotel, Oakland, as an accom- 
modation to his many customers from 
the Bay cities. 





J F. FITZSIMMONS, manager of the 
@ Duxbak Sales Division of the Chas. 
A. Schieren Co., showed his line in con- 
nection with the children’s shoes of Dr. 
Saklad, at the ninth annual convention 
of the Massachusetts Chiropody Asso- 
ciation. Dr. Saklad, who sells at retail 
a patented shoe called “The Meta-Sup- 
port Shoe” for women and children, 
and Mr. Fitzsimmons had a booth to- 
gether, and told about their shoes and 
soles to the various delegates. Mr. 
Fitzsimmons has “grown up” in the 
leather business, as he started in the 
industry when a young boy in the office 
of Pfister & Vogel, and has been “at it” 
ever since. He explained that the Dux- 
bak sole is made from the bend of the 
animal. He had something to say, also, 
about advancing prices on hides, due to 
a world shortage, and the world’s in- 
creasing population. “It is my opinion,” 
said Mr. Fitzsimmons, “that at the rate 
the world’s population is increasing— 
50,000 persons a day—in 100 years, 
with a conversion of grazing lands into 
farms, there will surely be a scarcity 
of leather, to say the least.” 





ILLIAM §& 

KULP, who 
covers the metro- 
politan district of 
New York, Phila- 
delphia, Baltimore, 
Washington, and 
the big accounts in 
Chicago for Dodge 
Bros., Inc., New- 
buryport, Mass., 
visited the Boston 
office of his com- 
pany at 183 Essex 
Street, and reports 
that colored leath- 
ers and patterns 
have reached their full quota for the 
season. Mr. Kulp also reports a good 
business. When in New York Mr. Kulp 
makes his headquarters at the McAlpin. 
His home headquarters are at room 717, 
137 East State Street, Trenton, N. J. 





Wm. S. Kulp 
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Do you want the FACTS? 
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position soles, all tested simultane- ball 
ously by the Flexing Text. Sole No. 1 is ean 
Wearite. The picture makes plain the lute 
superior wear you may expect from rac 
shoes soled with Wearite. po 
Wearite, (made in black or tan) — ‘ | 
Does not crack = 
Holds at the stitching an 
Retains its life and longer wear- = 
ing qualities regardless of its age tail 
Looks good on a shoe try 
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Wearite stands the cut and grind of coarse use: 
materials,—it’s so tough! sho 
When most soles surrender to hard usage, Eve 
Wearite carries on! sto! 
Wearite is comfortable and easy on the feet. full 
And, have you ever heard of an instance where ord 
Wearite didn’t outlast leather! gir 
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Over 10,000,000 pairs used pai! 
in the last three years. gyr 
apoett Wearite for your heavy duty shoes; for - 
your children’s shoes; for your generalall’round . 
use shoes. Think of the money you save over N 
leather! Think of the satisfaction to your cus- - 
tomers because of the longer wear! aN 266 
You can count on Wearite to build business x % ro 
for you. XN I 
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Sports’ Demand Increases Canvas Sales 
Six Million-Plus Basketball Players and Fifteen Million-Plus 


ROOT AND SHOE RECORDER 87 


Campers Want Rubber Soled Shoes 


VER _~ 6,000,000 _ basketball 
O team players in the United 
States, the boys and girls of 
your community included, and sev- 
eral millions more of sporadic bas- 
ketball players here and there and in 
other countries, are demanding can- 
vas rubber soled shoes. In Northern 
climes at this season of the year 
basketball claims the largest num- 
ber of devotees, while at Southern 
resorts in America and abroad 
tennis flourishes. A glance at the 
feet of these players will show that 
they are all wearing canvas rubber 
soled shoes. In addition to basket- 
ball and tennis, for which games 
canvas rubber soled shoes are abso- 
lutely required, there are squash 
racquet tournaments, volley ball, 
various indoor foot races, golf 
games, handball, and a score or more 
of other sports for grown-ups and 
children, in the conduct of all of 
which canvas rubber soled shoes are 
an essential part of the apparel 
equipment. 
There is scarcely a progressive re- 
tail shoe house in the coun- 


W. C. A., the Y. M. C. A., the K. C., 
athletic clubs, and over 72,000 
churches are each year increasing 
their interest in basketball, the 
greatest of our national sports. 


© show the universal interest in 

basketball, Oak Ridge, La., a 
town with a population of only 150 
persons and with only nineteen boys 
of school age, has its basketball nine. 
Gaylord, Minn., with approximately 
500 inhabitants, and Wheeler, Miss., 
with a population of only 300 per- 
sons, each has its basketball team. 
That these small-town teams can 
play need only to be verified by read- 
ing of their many victories over 
city teams. The founder of the in- 
doors court game, Dr. James Nai- 
smith of the University of Kansas, 
who started basketball in 1891 when 
a professor at Springfield College, 
Massachusetts, to keep the students 
in good physical condition between 
the football and baseball season, 
never dreamed that this sport would 
evolve at such a tremendous rate. 


The old peach baskets of the ’90s 
have long since been replaced’ by 
iron hoops. However, the principal 
ideas of Dr. Naismith are retained, 
and basketball today is but a slightly 
different game from that of 37 years 
ago. It has been stated by those who 
have made a study of this game’s 
development that its great weakness 
lies in its lack of organization, and 
in this feature the retail shoe mer- 
chant and good business builders 
generally can help. 


F any retail shoe merchant finds 

that the folks in his town are not 
taking as much interest in basket- 
ball, or any of the other sports for 
which he has a complete-sizes-and- 
widths’ stock of canvas rubber soled 
shoes, he may with profit focus the 
attention of the public on this foot- 
wear by special window displays. A 
selling slogan might be: “Basket- 
ball keeps your boys and girls happy 
and healthy. The best footwork in 
this game is effected by wearing the 
right shoes. Let us show you ours!” 





try which is not taking ad- 
vantage of the many sports’ 
uses of canvas rubber soled 
shoes to sell more pairs. 
Every once in a while some 
store manager will tell glee- 
fully about “the corking 
order” he secured from some 
girls’ or boys’ school in his 
vicinity for several hundred 
pairs of “gym” shoes. The 
gymnasium footwear busi- 
ness is worth watching! 








INETY-FIVE per cent 

of the approximately 
266,000 schools in America 
have one or more basketball 
teams coming out of their 
“gyms.” The daily papers 
of any town, no matter how 
small, are now recording 
consistently and persistently 
the scores of rival teams. 
There are approximately 
35,000 Boy Scout basketball 
teams. There are over 
20,000 municipal basketball 
teams. Playground organ- 
izations have over 15,000 
basketball teams. The Y. 


| aes 





“"y HERE are many ways of 

“talking” to the public 
to the tune of more pairs of 
canvas rubber soled shoes 
sold right. The attractive 
trim might be made to ap- 
peal to the lover of the sum- 
mer camp. The number of 
campers is increasing as 
rapidly as the sport of bas- 
ketball. But in appealing to 
campers, we may _ reach 
every member of the family 
—from Baby John to his 
grandfather, and_ grand- 
mother, too. Every camper 
should include a pair of can- 
vas rubber soled shoes in his 
equipment and, lest he 
should forget it, all the re- 
tail shoe merchant has to do 
is to remind him in ad- 
vance. Institutional camps, 
such as those of the Boy 








(From Boston American) 
Here is a group of Boston society leaders squash racquet 
players wearing canvas rubber-soled shoes. 
from right to left)—Mrs. W. F. 
ing champion in Massachusetts Women’s State Tourney 
at Harvard Club, who advanced to the fourth round in 

the title play; Miss Eleonora Sears, and Mrs. Geo. W. the 

Wightman, who advanced to the third round. 


(Reading 
Howe, Jr., defend- 


Scouts, cared for about a 
quarter of a million children 
last year, and the number 
is increasing. It is not too 
early to begin to think of 
spring and summer 
days which are just ahead. 
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ARCH-AID Styles In Stock 


In Newest Spring Colors and Materials— 
and we'll help you merchandise these 
shoes with newspaper copy, multi- 
graphed letters, folders, stuffers, win- 
dow and store signs, flash signs and all 
sorts of dealer helps. 

Write for details. 


GOLDEN RULE LAST 


B-639—Marron Tan Kid 
B-642—Golden Brown Kid........ 
B-649—Black Kid 


B-641—Black Kid 
B-661—Patent Leather 
B-681—White Kid 
15/8 Cov. Cuban Heel—Light Edge 





SIZES AND WIDTHS 











ee ee ee = ° 


B-693—Patent Leather—Saddle of 
Black Grain Calf 
B-699—Marron Tan Kid—Saddle of 
Fancy Calf to match 





antes mesemnctmmata . a 
Pittsburgh Office: MANUFACTURERS & DISTRIBUTORS How Bustend Office: 


Hen Hotel 7 
W. A. BARNEY Rochester, MX ELLIOTT LA MONTAGNE 
SEND FOR CATALOG 
San Francisco Office: Plaza Hotel 

New York mg $60 Jlaztctége Bldg. ‘aS. KUSHINS 


Los Angeles Office: 107 East Sth Street 
Cc. E. VanDEGRIFT 


it Office: Book Cadillac Hetel 
—— H. P. CALVEY 


Cleveland Office: 1599 Union Trust Bldg. 
A. F. JENKS 
Chicago Office: Majestic Hotel 
F. J. SATEK 
MEN’S ARCH-AID SHOES MADE AND SOLD BY 


M. A. PACKARD CO. 
BROCKTON, MASS. 
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“Style Shows While You Eat” Is 


Slogan for Southeastern Convention 





Fashion Parades to Be Part 
of Daily Luncheon Ses- 
sions at Birmingham 


BIRMINGHAM, ALA.—‘“Style shows 
while you eat” is the slogan adopted 
by the committee in charge of the an- 
nual convention of the Southeastern 
Shoe Retailers’ Association, to be held 
here at the Hotel Tutwiler, April 16, 
17 and 18. In other words, the com- 
mittee is fully of the belief that style 
shows are important but that they 
should not encroach on the time neces- 
sary for the proper inspection of ex- 
hibits and the placing of orders. Hence 
it has been decided to have luncheon 
meetings during the three-day conven- 
tion and to have models display the 
new merchandise at those times and 
those times only. These models will be 
selected by the merchants. 

Morning sessions will be devoted to 
speeches and open forum discussions. 
Afternoons are to be left free for the 
inspection and purchase of footwear. 
That this will be the best convention, 
from the buying standpoint, of any yet 
held by the association, is the confident 
prediction of the committee. They 
base this prediction on the fact that 
the dates of the convention fall im- 
mediately following Easter when stocks 
normally are low and replenishment is 
the order of the day. 

One hundred and ninety-five sample 
rooms are available in the official hotel. 
Of these, 125 already have been re- 
served. Therefore, says the commit- 
tee, advance registrations should be 
made promptly and sent to the presi- 
dent of the association, W. E. Shine, 
613 Farley Building, Birmingham. 

An unusual feature of the convention 
will be a gigantic barbecue and outing 
to be held in Shelby county. 

Convention committees are as fol- 
lows: 

Registration Hotel—Nathan Marlow, 
Chairman; William Holston, David 
Fiedelson and J. B. Toronto. 

Entertainment — Hubert Steele, 
Chairman; Harry Israel, Billy West, 
A. J. Slade and Lee Steele. 

Style Shoe—Dave Fienfeld, Chair- 
man; Chas. G. Herbert, Jack Davis, H. 
W. Tandsley and Nathan Marlow. 


Treasurer—Herman Rich. 

Budget Committee—Herman Rich, 
Nathan Marlow and Hubert Steele. 

Reception Committee—Herman Rich. 
M. H. Swartz, Ben. F. Heinberg and 
J. B. Toronto. 
Badges—Charlie Abrams. 








Texas Co. Incorporated 


Port ARTHUR, TEX. (UTPS)—The 
Goldberg Shoe Co. of this city has been 
incorporated under the laws of Texas 
and licensed to do business in this 
State. The capital stock is $10,000. 
Among the incorporators are J. E. 
Scudsy, A. Goldberg and Russel Dunn, 
Jr. The company will carry a com- 
plete line of footwear for men and 
women and a complete line of hosiery. 





Locating the Comfort 
Shoe Department 


MIAMI, FLA (UTPS)—The comfort 
shoes and the low heeled shoe for ladies 
and misses have been taken from the 
main street floor section at Burdine’s, 
Miami’s leading department store, and 
placed in the Children’s Shoe Depart- 
ment on the second floor. This depart- 
ment is in charge of John Guttman, 
who for more than twenty years was 
connected with L. S. Ayres & Company 
of Indianapolis. He understands the 
shoe business most thoroughly, and 
specializes in the fitting of children and 
those demanding the “comfort” type. 
Mr. Guttman gives special attention to 
those requiring careful fitting, and this 
quiet corner is becoming popular with 
“the elderly women.” 

The department on the first floor is 
specializing more in the high grade 
snappy types of shoe, and it has been 
found quite practical to segregate the 
two styles for women. 


J. A. McCausland Moves 


Los ANGELES, CAL. (UTPS)—J. A. 
McCausland, one of the longest estab- 
lished shoe merchants in.Los Angeles, 
recently sold his lease at 326 South 
Broadway, where he was located for 
many years, and moved to 410 South 
Broadway. The new store has been 
completely refinished and a new stock 
of spring footwear in men’s, women’s 
and children’s shoes was installed for 
the formal opening which was held re- 
cently. 

A large volume of business was done 
on the opening day, according to Mr. 
McCausland. He attributes some of 
this success to a special advertising 
feature of a pair of chiffon hose being 
given away free to every woman buy- 
ing shoes on that day. Many women 
were glad to take advantage of this 
free offering. 

Mr. McCausland will remain in 
direct control and active management 
of the store. 











Fifty-Fifty Colors and 
Black in St. Louis Stores 


St. Louis, Mo.—The first signs of 
spring footwear are observed in some 
of the downtown stores where colors 
have brightened what has been, up to 
this time, a rather black season. A 
few stores that have made their open- 
ing spring announcements report a fair 
demand for footwear in spite of the 
miserable weather which accompanied 
the event. Business in one store was 
sufficiently good to cause the proprietor 
to state they were unable to take care 
of the customers during the afternoon 
period of the opening. While colors 
are being featured, this does not mean 
that black is not selling. All merchants 
admit about a fifty-fifty demand be- 
tween color and black footwear. 

A report of January business from 
a number of stores indicates a spotty 
condition throughout the trade. A 
number of stores reported about the 
same amount of business as for the 
same month in 1926. Two or three 
stores reported some slight increase, 
with one outstanding exception report- 
ing the best January in the history of 
their business. This stores does a 
formidable volume at all times. 

February in some stores started well 
and merchants look for an increase 
over the same period of a year ago. 

One store featured red kid shoes 
during the week with some _ success. 
Another large store is pushing suedes 
in beige and gray for spring. The 
season has not developed sufficiently 
to determine the consumer acceptance 
of either of these materials. 





Buys Teefey Stock 


Sroux City, Iowa (UTPS)—David- 
son Brothers company purchased the 
entire footwear stock of the Teefey 
Shoe company, 420 Pierce Street, which 
closed out about Feb. 1. Consideration 
involved was not announced by Law- 
rence Davidson, vice-president of 
Davidson Brothers company. 

Davidson Brothers recently remod- 
eled and enlarged its basement shoe 
department giving the department store 
the largest basement shoe section in 
the State. Sale of the Teefey stock 
served as an introductory means to 
acquaint the public with the new de- 
partment. 


R. I. Plans Annual Banquet 


PROVIDENCE, R. I. (UTPS)—The 
Rhode Island Shoe Retailers Associa- 
tion is planning its annual meeting and 
banquet to be held March 6. A ban- 
ner gathering is expected and it is 
hoped that speakers of prominence in 
the shoe retailing business will be 
present. 
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Brisk Trade in Spring 
Footwear at Retail 


CINCINNATI, OHIO — Local shoe 
stores report that business on new 
Spring footwear has taken a decided 
turn for the better during the past 
week. A sprinkling of everything is 
moving and black is holding on much 
stronger than was at first expected. 
olors are moving well, mostly kid, but 
some calf. Reptile and prints are be- 
ing nibbled at and some of the leading 
merchants expect both to be very good 
at Easter-time. Qne straps, T-straps 
and pumps are the big-selling patterns 
although some dress oxfords and walk- 
ing shoes are moving. 

The H. & S. Pogue Company is doing 
a nice amount of business on genuine 
snake and some business is being done 
on genuine alligator, according to F. 
H. Rasmussen, shoe department mana- 
ger. The lizard that is proving most 

pular has a silk kid quarter to match. 

rinted linen has moved so well during 
the past week that the Pogue firm had 
to send in a hurry-up re-order. The 
complete line of this footwear is six 
numbers, all one straps, retailing at 
$20. Medium shade brown _ suede is 
pretty active and Mr. Rasmussen 
thinks suede will continue to sell 
through the Spring, going into lighter 
shades as the season advances. Mr. 
Rasmussen reports continued action on 
black patent and some action on white 


kid. 

The Petot Shoe Company is featur- 
ing the Swanky pump for Spring, says 
Mr. Hardebeck. This pump is similar 
to the Swanky Boot that moved so well 
around Christmas and Mr. Hardebeck 
expects it to be even better than the 
boot. The pump comes in black patent 
and brown kid and can be had with 
green, fawn, red, brown, black or blue 
tongue, which can be worn turned up 
in a fan shape or down. A strap 
across the vamp serves as a trim, and 
also holds the tongue as desired. 





Canning to Open Shop 


INDIANAPOLIS, IND. (UTPS)—An- 
other new Boot Shop will open in In- 
dianapolis on March 10, under the 
name of Vince V. Canning Boot Shop, 
and will be an exclusive women’s shop 
featuring a very high grade quality of 
footwear. Footwear of character, it 
has been announced, will be the slogan, 
in a new and different shop at 28 
Monument place which is located in the 
southwestern segment of the Monu- 
ment Circle. Mr. Canning at present 
is in charge of the Peacock Shoe Shop 
at 4 East Washington Street. 





Open New Shoe Dep’t 


ATLANTA, Ga. (UTPS)—The New- 
man & Holley Co., exclusive distribu- 
tors of Regal shoes in Atlanta, has 
opened an excellent shoe department in 
their new store at 64 Peachtree Street. 
The store runs through from Peachtree 
to Broad Street and the shoe depart- 
ment is at the Broad Street entrance. 

e department is on a different floor 
level from the rest of the store and 
is handsomely finished in walnut and 
na glass, with appropriate decora- 

ions. 











Planning for Cal. Meeting 


Los ANGELES, CAL. (UTPS)—Presi- 
dent Max Streicher of the California 
Shoe Retailers Association, was the 
guest of the Los Angeles branch of the 
organization at the recent monthly 
luncheon. President Streicher and 
Secretary Harry Rittigstein of the 
State association, came down from San 
Francisco for the event. ‘ 

Nearly thirty of the local members 
were present to welcome the official 
visitors, this being an exceptionally 
large monthly luncheon gathering. The 
Los Angeles Athletic Club was host to 
the retailers. 

An enthusiastic discussion of plans 
for the annual State convention, which 
is to be held here in June, featured the 
get-together. William Ahearn, editor 
of the Coast Shoe Reporter, who also 
was a guest, offered several sugges- 
tions for the convention. 





Pittsburgh Store Opens 
Sub-Deb Department 


PITTSBURGH, Pa. (UTPS)—Meyer 
Jonasson & Company of Pittsburgh re- 
cently opened a new Sub-Deb footwear 
section as an integral part of their 
regular women’s shoe department. 

The new section which is under the 
supervision of M. A. and D. F. Petty 
of the Petty Bootery Corporation, 
operators of the Petty Bootery in the 
Jenkins Arcade, the Petty Bootery of 
the East Liberty, and the Petty’s Re- 
pair shop on Stanwix Street, will dis- 
play only such footwear as is designed 
to appeal to girls of the sub-debutante 
age, and will carry no extremes in high 
heels nor extremely short vamps. 

Footwear will sell at $7 and $8.50 
and will be in all the latest cuts and 
leathers. There has been a gratifying 
response to the innovation among the 
clientele of the Meyer Jonasson Com- 


pany. 





New Texas Store 


SAN ANGELO, TEx. (UTPS)—C. H. 
Reed & Co., Inc., opened a new shoe 
store here last week. The store is car- 
rying a complete line of men’s and 
women’s shoes and a line of hosiery. 
The new store is said to be one of the 
finest in west Texas. It is elaborately 
finished and furnished. The stock is 
housed in special cases. The fitting 
rooms are carpeted, mirrored and the 
seats upholstered. The company is 
composed of C. H. Reed and W. P. 
Barnes. A. J. Presson is manager of 
the store. 


G. A. Pierce to Move 


MINNEAPOLIS, MINN. (UTPS)—Geo. 
A. Pierce, one of the veteran shoe 
store proprietors of the Twin Cities, 
as Geo. Pierce, Inc., 827 Nicollet 
Avenue, Yeates Building. on March 1 
will move his store to 27 South Ninth 
Street. which is opposite the new $3,- 
000,000 theater to be onened by Publix 
late in the month. He is offering his 
whole stock of women’s high quality 
shoes at a fifth off. The new situation 
is calculated to bring this store to the 
attention of more women than on 
Nicollet. where parking is almost 
unthought of. 











Gives Away Shoes as Ad 
for Closing-Out Sale 


OAKLAND, CAL. (UTPS)—The Reli- 
able Shoe Co., 1114 Washington Street, 
Oakland, has been doing such a won- 
derful business they are going to close 
out, due to an avaricious landlord who 
thought he should have his share of 
the trade by doubling the company’s 
rent and asking them to take a new 
lease. 

This company hit upon a novel means 
of advertising their closing out sale. 
Between 9 and 10 a. m. Wednesday, 
Feb. 1, they gave away absolutely free 
700 pairs of women’s boots, pumps and 
oxfords in discontinued styles, asking 
oniy that those receiving the shoes wear 
them on leaving the store. Eight hun- 
dred people came for free shoes and 
this method of advertising proved very 
successful. 

P. Tieburg, proprietor of the store, 
plans to take a trip to Europe and to 
reopen the Oakland store on his return. 





Opens Men’s Shoe Dep’t 


PITTSBURGH, PA. (UTPS) — The 
Goodman Pearl Haberdashery Com- 
pany located in the Hotel Henry here, 
recently opened an up-to-date men’s 
shoe department which has been doing 
a brisk business since its inception a 
little over two weeks ago. 

The new department handles Ed- 
ward’s “Beau Brummel” shoes exclu- 
sively and the appointments are of the 
most modern character. 

Hugh Williams, well-known Pitts- 
burgh shoe man in charge of the de- 
partment reports that tans have been 
predominating by a vast majority, 
nearly eclipsing black shoes, he says. 





Reptiles Good Sellers 


Los ANGELES, CAL. (UTPS)—Rep- 
tilian models are still good sellers at 
Jesberg’s Walk-Over Shops, according 
to Mr. V. F. Kempf, advertising man- 
ager. The models in reptilian leather 
are still being advertised extensively 
by this store. 

An increase in the interest being 
shown in men’s spats has also been 
noted by Mr. Kempf in his organ- 
ization. 





A Correction 


David Brown, Baltimore, Md., shoe 
wholesaler calls our attention to an 
error in a recent issue in connection 
with an article regarding the opening 
or removal of the Manhattan Shoe 
store on West Baltimore St., Baltimore, 
in which we referred to Isadore Tel- 
lem as the manager. Mr. Tellem ac- 
cording to Mr. Brown, is not the mana- 
ger of the store. The error apparently 
was that of our Baltimore correspon- 
dent—The Editor. 





P. H. Morris Retires 


NEwTOowN. Pa.—P. H. Morris has re- 
tired from the firm of Morris & Sav- 
idge Brothers. The other members of 
the firm, Morris Savidge and Clarence 
Savidge, will continue the business un- 
der the firm name of Savidge Brothers. 
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They 
Can’t Help 
Catching That 
Twelve Dollar Look 


Just Wright Shoes are 
made in the same factory 
and by the same painstaking 
workmen as are the best 
selling line of men’s $12 
shoes. 

Just Wright Shoes are 
styled for the buyers of fast 
selling shoes. Lasts and 


patterns pass the acid test of 
the rush of Saturday sell- 
ing. 

Just Wright Shoe prices are 
based on the cost of quality 
leathers and skilled labor 
plus only a small portion of 
the overhead of an efficient 
economical factory. 


MORE DOLLAR FOR DOLLAR 
IN JUST WRIGHT SHOES 


To RETAIL at 
$8.50 and 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 

















Richards & Brennan Co., Randolph, Mass. 
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BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 
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HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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Warning of 
Higher Shoe 


Prices Given 





More Increases Coming, Say 
Statements by F. C. Rand 
and John A. Bush 


St. Louis, Mo.—Statements issued 
recently by Frank C. Rand, president 
of the International Shoe Co., and by 
John A. Bush, president of the Brown 
Shoe Co. leave no doubt as to the price 
trend in the shoe industry. 

“The International,” Mr. Rand says, 
“does not intend to abandon the wise 
policy of selling all of its merchandise 
on a small margin of profit with cer- 
tain shoes standing out as exceptional 
values, but since the hide market be- 
gan to advance we have shipped more 
than $100,000,000 worth of shoes. 

“The result is that our hides and 
leathers purchased on lower markets 
are being rapidly exhausted and we 
have no choice but to figure the costs 
of shoes and the costs of the leathers 
made in our own tanneries from hides 
purchased on the higher level. Chang- 
ing markets greatly increase our prob- 
lem, because of the difficulty in making 
prices that are well adapted to retail- 
ers. We therefore approach advances 
with great reluctance.” 

Mr. Bush emphasizes his belief that 
hide values will continue high and 
therefore the shoe industry will have 
to advance prices from time to time 
until they reach a proper level based 
on raw material costs. 

“Hides and leather have advanced 
greatly,” he declared, “and shoes have 
advanced moderately; and there is 
every likelihood that shoes will have 
to bear further advances as present 
commitments of raw materials are ex- 
hausted.” 


Stern-Auer Co. Moves 


CINCINNATI, OHIO—The Stern-Auer 
Shoe Company has moved from their 
old factory at Court Street to more 
spacious quarters at Seventh & New 
Streets. During the past twelve 
months the output of this firm has been 
doubled and officials found it necessary 
to enlarge their factory and ware- 
houses accordingly. Joseph Stern is 
president of the firm and A. B. Cohen 
is vice-president. 





Big Membership Gain 


CINCINNATI, OH1I0—On Feb. 10 The 
Cincinnati Shoe & Leather Club re- 


ported that 219 new members had 
signed up thus far during the member- 
ship drive. 


The goal is 300 new mem- 





0 ee 





bers and the campaign closes March 1. 








Lederer with U. S. Shoe Co. 


CINCINNATI, OHIO—Ralph Lederer, 
for the past three years with Mabley 
& Carew Co. of Cincinnati, as assistant 
advertising manager, is now assistant 
advertising manager for the United 
States Shoe Co. Mr. Lederer will give 
his entire attention to the preparation 
of advertising copy and merchandising 
ideas for the retail trade. 


Spring Run Well Under 
Way; Colors and Black 


HAVERHILL, Mass.— Local factories 
have attained good volume on the 
Spring production and production and 
employment figures are mounting 
weekly. The Easter run is well under- 
way and continuance of warm tem- 
peratures raises the hope that retail 
merchants will make early clearance 
of their stocks and make the Spring 
run an unusually good one. An early 
Easter, it was at first feared, would 
shorten the run, but local shve men 
are beginning to see a good post-Easter 
business. 

Colors, notably the new light shades 
of kid, lead in the Spring shoes now 
going out of the factories. Black 
atent and- black suede are apparent- 
y in good volume, but are due for 
greater favor later in the season. Strap 
and sandal effects in many new and 
novel types are coming out, many with 
reptile trimming. Factory conditions 
are generally good. Some delays in 
shipments of leather are reported, but 
close proximity to the leather market 
~ preventing serious delays along this 
ine. 








Keith Memorial Hospital 


BRocKTON, MAss.—In memory of 
their daughter, Barbara, who died two 
years ago, President Harold C. Keith 
of the Geo. E. Keith Co., and Mrs. 
Keith, have given to Brockton a new 
Children’s Hospital for the Brockton 
Hospital group, estimated to represent 
an expenditure of upwards of $100,000, 
and a $10,000 annuity, also in their 
daughter’s memory, to assist in main- 
taining the new institution. Mr. 
Keith for many years has been an of- 
ficer of and a generous contributor to 
the institution. The new building, 
which will be set aside for the care and 
treatment of children only, will be of 
one story, in tapestry brick, and con- 
struction will be begun soon. 


New Children’s Shoe Co. 


OAKLAND, Cat. (UTPS)—The Pa- 
cific Shoe Manufacturing Co. has leased 
through F. F. Porter Co. the entire 
second floor of the concrete building 
at Tenth and Jackson Streets and will 
start operations within two weeks. The 
concern specializes in the manufacture 
of children’s shoes. 
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40% for Haverhill 


HAVERHILL, Mass.—Local factories 
produced approximately 40 per cent. of 
the women’s shoes made in Massachu- 
setts during 1927, according to figures 
compiled by the local Chamber of Com- 
merce. A total of 343,605,905 pairs of 
shoes were manufactured in the United 
States last year. Massachusetts main- 
tained its lead in shoe production with 
a total of 78,182,264 pairs, an increase 
of 5,831,249 over 1926. Of the total 
shoe production in Massachusetts, 34,- 
226,555 pairs of women’s shoes were 
produced. Of this number, approxi- 
mately 13,638,000, or 40 per cent were 
made in Haverhill. 





Heavy Demand for 
Popular Price Shoes 


CINCINNATI, OHIO—Local manufac- 
turers of popular-priced footwear are 
quite busy supplying immediate retail 
demand and making up shoes for 
March 15th and April Ist delivery. 
The grade of footwear to retail at 
$4.50 to $6.50 is best in black patent 
and colored kid, although some calf is 
being made up and orders are calling 
for a sprinkling of suede, satin and 
weaves. February has been an ex- 
ceptionally good month with In-Stock 
Departments. Many retail merchants 
whose Spring stock did not arrive until 
February 15th, relied on these depart- 
ments for fill-in orders. 

The Reisenberger-Wolf & Peck Com- 
pany is enjoying a good run, accord- 
ing to Emmanuel Peck of that firm. 
Black patent is one of Spring’s best 
bets, Mr. Peck thinks, and honey beige 
and marron Glace shades are both be- 
ing called for in many orders for de- 
livery up to Easter. Toyo will be in 
big demand later, Mr. Peck predicts, 
and he is looking forward to a very 
good Spring. 

The factory of the Stern-Auer Shoe 
Company is running at capacity and is 
sold up well in advance, reported Presi- 
dent Joseph Stern. Light kid is tak- 
ing well with the trade and Mr. Stern 
said that black patent orders are very 
heavy. The Stern-Auer Company ex- 
pects weaves to be good by the time 
the Spring season reaches maturity. 
Pattern changes have been slight in 
the past two months, Mr. Stern re- 
ported, and he thinks one-straps, pumps 
and light oxfords will all be good. 





Factory to Re-Open Soon 


NortH EASTON, MAss.—Good prog- 
ress is being made on the installation 
of machinery and equipment in the 
former Reynolds, Drake & Gabell fac- 
tory in North Easton which has been 
leased by the newly incorporated 
Chapman-Cox, Inc., for the manufac- 
ture of mén’s welt shoes. The new 
firm organization is as follows: 

George Chapman, president; Fred 
W. Cox, vice-president and clerk; and 
Martin Reynolds, treasurer. All the 
members of the new company are well 
known in the shoe trade. Mr. Chapman 
having been with the Doyle Shoe Co. 
of Brockton; Mr. Cox formerly being 
associated with the E. E. Taylor Shoe 
Co. of Brockton: and Mr. Reynolds 
being a member of the firm which for- 
merly did business in his factory. 








Manufacturers Are Busy 
on Rush Easter Orders 


Boston, Mass.—Shoe manufacturers 
are busy with rush orders for pre- 
Easter delivery, and in-stock depart- 
ments are being well patronized for 
ties and straps, in black, and many 
light shades of brown, as well as 
medium brown, and marron. 

Men’s shoe orders for Spring are 
about 75 per cent on black, and about 
25 per cent on medium tans. 

Children’s shoes show a wider range 
of oxford, strap, and tie patterns than 
ever before and are styled with ap- 
pliques, and bandings. Tan is a popu- 
lar color in shoes for the little folks, 
as well as patent. The growing girls’ 
patterns are more diversified than dur- 
ing the past season and show many 
reptile trims. Snake and lizards also 
enter into the manufacture of the 
growing girls’ models. 

Shoe manufacturers are showing 
many lizard and snakeskin shoes for 
women on their racks, and salesmen are 
booking orders enough on footwear of 
this material to show that retail shoe 
merchants, the country over, believe 
these reptile leathers will be good 
sellers all through the Spring and Sum- 
mer months. The new bright finish 
leathers are being freely used for shoe 
trims on slightly contrasting shades. 

White kid shoes with detachable 
bows, trimmed with various colors, so 
that one may have a plain pump, or one 
with a trim, are noted. Plain black 
satin pumps are also in the works and 
many of the sample rooms are featur- 
ing shoes made of this material. Some 
attractive medium beige colored one 
straps with pipings of green kid, and 
very narrow strap piped with green 
kid, fastening with small center buckle 
were also noted in one of the Boston 
sample rooms. Local manufacturers 
report many inquiries on the new print 
shoes. 





Industrial Survey Is 
Planned by Haverhill 


HAVERHILL, Mass.—An_ exhaustive 
survey of the local shoe industry by a 
staff of industrial engineers is planned 
by the Haverhill Shoe Manufacturers’ 
association and the Shoe Workers’ Pro- 
tective Union in its program to estab- 
lish the industry on a sound economic 
basis. 

A joint commission representing the 
union and manufacturers is working to 
bring about improvement of local pro- 
duction and employment conditions and 
the retaining of trained investigators 
is a part of the plan. Col. Sanford F. 
Thompson of the firm of Thompson & 
Lichtner Co., industrial engineers, Bos- 
ton, has been in consultation with the 
local parties. 


H. L. Tinkham in South 


BROCKTON, Mass.—President Her- 
bert L. Tinkham of the W. L. Douglas 
Shoe Co. and Mrs. Tinkham are en- 
joying a six-weeks trip in the south, 
most of which time they will visit in 
Florida. Their itinerary includes brief 
stays at Sarasota, Miami and Palm 
Beach. 
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STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetsons 


to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN RoBINSON 
NORTHAMPTON, ENG. 


Representative: 
F. D. Connor, Manchester, N. H. 








50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 
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Trirart & De ALTERIIS 


Importers and Manufacturers 
of 


CUT STREL BEADED 


RHINDPSTONE 
SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 
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Men’s & Women’s 
Slippers 








Two Strap Sandal 


C, D & E—2%-9 
In Stock 

No. 3-2 at $2.35 

MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 






















PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy P: 
$27.00 per doz. and up. 
Way, sont on 
reqecet 


WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
est Virginia Pulp & Paper Company 
Detroit New York Chicago 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 


Big Increase Noted 
in Brockton Shipments 


_ Brockton, Mass.—Production con- 
tinues along the steady pace it has set 


total shipments have averaged around 
7000 cases by freight and express, but 
last week the figure jumped to well 
over 8000 cases. This figure does not 
include shipments by truck, hundreds 
of cases being taken over the road to 
Boston terminals to speed deliveries. 
In the six weeks of this year the total 
number of tangible shipments has been 
about 42,000 cases, as compared with 
34,000 cases in 1927, showing a gain 
of about 8000 cases to date this year. 
Including the indefinite truck ship- 
ments this total probably is nearer 10,- 
000 more cases. 

All of the factories here are operat- 
ing. Plants turning out the better 
grades of shoes are running fairly 
busy, and those with in-stock depart- 
ments or catezing to their own retail 
stores are speeding work for Easter 
deliveries. Jo ing factories are quite 
busy, and few ere are which are not 
operating the :ull 44-hour week. 

Since the east; fall business started 
to pick up, no* xs than a half dozen 
new factories ~.-ve opened, and all of 


them seem to be running well, 


AEROS 
Frank C. Stuart Dead 


Boston, Mass.—Frank C. Stuart, 

treasurer of A. Fisher & Son, shoe 
manufacturers, Stoneham, Mass., and 
a leather merchant of Lynn and Bos- 
ton, died at his home 858 Lynnfield 
Street, Lynnfield, Feb. 16. He had 
been in poor health for some time, but 
had continued active in his business. 
Mr. Fisher was born in Boston in 
1875, worked on a farm as a boy, and 
later learned to cut shoes. He started 
a business of cutting shoe trimmings 
in his home, with a capital of $18. 
The venture failed. He worked as a 
shoe cutter, saved up $100, and again 
started in business. This time, he suc- 
ceeded. From this modest beginning, 
Mr. Stuart became one of the largest 
individual operators in the shoe and 
leather industry manufacturing and 
merchandising leather, and importing 
as well as exporting. In recent years 
he dealt in a variety of goods in addi- 
tion to leather and shoes, and these 
commodities he offered for sale in some 
retail shoe stores which he established 
incidental to his business. He also 
operated in real estate. 
The late Samuel L. Fisher died in 
the midst of the development of the 
shoe manufacturing business of A. 
Fisher & Son, which his fathér had 
founded. Mr. Stuart was a friend of 
Mr. Fisher, and in tribute to the 
memory of his friend, he bought and 
continued his business. After a time, 
Mr. Stuart bought the factory and the 
business of P. Cogan & Sons, of Stone- 
ham, and moved the business of A. 
Fisher & Son to the Cogan factory. 


Geo. B. Leavitt Dead 


HAVERHILL, Mass.—George B. Leav- 
itt, for nearly 40°-years a prominent 











Tanneries at Danversport, 95 South St, Boston, Mass. 





manufacturer in the local shoe indus- 


for the past six weeks during which’ 










try, died at his home here Feb. 11, 
after a long illness. Mr. Leavitt was 
the founder of che George B. Leavitt 
Co., widely known makers of women’s 
McKay shoes. 

The business was for many years 
one of the most important units in the 
local industry. Five years ago the 
company moved to Farmington, N. H. 
where the business is still being con- 
ducted. 

Mr. Leavitt, at the time of his death, 
was treasurer of the company, and as- 
sociated with him was F. P. Liberty, 
Early in the history of the Leavitt or. 
ganization, John C. Leary was a part- 
ner. 

The products of the company were 
widely known and offices maintained 
in all the big city markets. 

Mr. Leavitt was of a family of shoe 
men, his brother, Forrest E. Leavitt, 
and several half-brothers being en- 
gaged in the shoe business. He is sur- 
vived by his wife, one brother, a half- 
sister, and five F \'f brothers. 


J. Vie tr rban Dead 


CINCINNAt ~C 10—J.- Victor Urban, 
veteran shoe, an, died here a few days 
ago of pneumonia. For a number of 
years Mr. Urban has been associated 
with his brothers in the operation of 
The Greater Shoe Co., and The Daniels 
Shoe Company and at the time of his 
death was an official of the Dan Cohen 
Shoe Company. 


Sarah H. Thompson 


BROcKTON, Mass.—Miss Sarah H. 

Thompson, for many years treasurer 
of the Thompson Bros. Shoe Co., died 
Feb. 4 at Pasadena, Cal., following a 
shock suffered two days before. Miss 
Lena Thompson, a niece, who went to 
California with her on a visit, was 
with her when she died. Funeral ser- 
vices were conducted in California 
Tuesday, and the body was brought to 
this city for burial. 
Miss Thompson was born in Brock- 
ton, the daughter of the late Mr. and 
Mrs. William A. Thompson. Her two 
brothers, George H. and John Thomp- 
son, founded the business and she 
looked after the financial end of the 
business until their deaths some years 
ago when she assumed charge for a 
time, but later disposed of practically 
all her interests in the company. Miss 
Thompson for years was a prominent 
member of the Woman’s Club of Brock- 
ton. 





Dr. P. D. Shriner Dead 


CoLumBus, Ou1I0 (UTPS)—Dr. P. D. 
Shriner, vice-president of the Riley 
Shoe Manufacturing Co., on South Park 
Street, Columbus and a well known 
physician died Feb. 18, following an 
attack of heart trouble at the age of 
58 years. He was connected with the 
shoe manufacturing business.for about 
10 years. In addition hg was at one 
time a member of the Columbus board 
of education, the board of health and 
was chief physician for the Columbus 
boxing commission. 
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Snowfall Stimulates 


Baltimore Shoe Trade 


BALTIMORE, Mp. (UTPS) — Balti- 
more’s first big snow fall of the year 
with a record fall of 15 inches and 
regarded as the worst snow fall in six 
years proved a boon to retailers of 
footwear in the numerous sales effected 
in rubber footwear. Men, women and 
children found it necessary to have 
rubber footwear, none would stir out- 
doors otherwise. Many of them were 
unprepared especially for lack of ga- 
loshes and similar rubber footwear. 
Rainyboots, swanky buccaneer boots, 
Zippers and arctics were bought in 
large numbers. Zippers proved by far 
the most popular. Swanky boots, 
which have not been very strong here, 
were in good favor. Price played but 
a secondary part in the sales of rubber 
footwear. Men, women and children 
needed them and wanted them, and 
when something is-.' th needed and 
wanted a small thing ~ price is no 





deterrent. Keen cc ‘ion had its 
usual check or contr ‘\._ price sit- 
uation. All manner.ds -~ ~-: footwear 
was bought in a wi r.uve of styles 
and models in an eqtii{ly vide range 
of prices, from the lowest ~iced to the 
highest. 

New Firm for Rockland? 

ROcKLAND, Mass—Since sale or 


lease of the former Rice & Hutchins, 
Inc., factory in Rockland has been 
placed in the hands of real estate brok- 
ers, several inuiries have been made, 
and representatives of a Pennsylvania 
concern are said to have been im- 
pressed with the proposition although 
the factory is a bit larger than they 
need. Up to the present no definite 
proposition has been requested or giv- 
en, according to the brokers. 





R. & H. Liquidating 


New York, N. Y.—Announcement of 
the liquidation of the firm of Rice & 
Hutchins, Inc., was made from the 
concern’s wholesale branch here late 
last week. At the same time the G. R. 
Kinney Company announced the pur- 
chase of the “Educator” trademark 
from Rice & Hutchins. The retail 
stores of Rice & Hutchins, numbering 
about 20, half of which were in New 
York, are being discontinued. 


Eaton Buyer for Wm. Hahn 


Boston, Mass.—Stephen Eaton, for 
the past five years assistant shoe buyer 
under Buyer C. H. Beall, and prior to 
that under Frank A. Mueller, recently 
left this city to take the position of 
buyer for the women’s high-grade, F 
Street, shoe store of Wm. Hahn & Co., 
Washington, and will also supervise a 
smaller Hahn store in Baltimore. 





Wickham a Manager 


Cotumsus, OHIO (UTPS)—P. S. 

ickham, who has been assistant man- 
ager of the Cantilever Shoe Shop of 
Columbus, located at 104 East Broad 
Street, has been made manager of a 
hew store opened in Cincinnati this 
week by the Cantilever Shoe Co. 








Less th- 
vt 





DAVISON- PA* 


ATLANTA ‘ 
‘ i 


This three-column ad by the Davi- 





son-Paxon Company of Atlanta, 
Ga., successfully employs geography 
as a focal point of interest in a 
shoe advertisement. The little 
scene, typical of the different coun- 
tries from which various shoe 
leathers come, heighten the reader’s 
interest 








Relocate Shoe Dept. 


CLEVELAND, OHIO (UTPS)—Wilbert, 
Inc., 1121 Euclid Avenue, Cleveland, 
Ohio, has recently been converted into 
a specialty shop. The entire shoe de- 
partment is now located on the spa- 
cious mezzanine floor while a down- 
stairs department carrying linens, 
lingerie, and hosiery, has been estab- 
lished. This line of merchandise, ac- 
cording to H. E. Newman, manager, 
harmonizes very well with shoes. 
Wilbert, Inc., was formerly a shoe store 
handling ladies merchandise. Mr. New- 
man looks for a good spring business. 


Take Over R. & H. Stores 


NEw York, N. Y.—The Golden Rule 
Shoe, Inc., a new firm of chain stores 
run on the employee cooperative plan, 
is taking over three of the former 
Rice & Hutchins locations in New York, 
one at 1003 Southern Boulevard, The 
Bronx; another at 911 Prospect Ave- 
nue, also in The Bronx, and a third at 
1345 Broadway. The Golden Rule Shoe, 
Inc., now operates 17 stores. 


Kuykendall Changes Job 


DALLAS, TEx. (UTPS)—J. A. Kuy- 
kendall, for some time connected with 
shoe houses in this section, has been 
appointed manager of the shoe depart- 
ment of the Leader, a department store 
on Elm Street. 














WHERE TO BUY 





Slipper Supplies 


lll lial 











Bempies sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
698 Broadway 


@ © 


POMPOMS AND ROSETTES 
The right merehandise at the right price. 


New York City 











WHERE TO BUY 


Ballet Shippers 








No. 604 White Kid..1.75 1.70 1 
Coast Prices Slightly Higher 


BR 


1725 


BALLET SLIPPERS 
Made on Right and Left Lasts 






OOKS SHOE 
MFG. CO. 
Philadelphia— 
No. 6th St. IN 
Los Angeles—1162 So. Hill St. STOCK 











In Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ 1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane St., 


New York, N. Y. 








BALLET SLIPPERS—IN STOCK 







a aT in 
1 No. 11th St., Philadelphia, Pa. 


ef the unusual kind 
8102 Bik. Kid Hand Tore 
Seft Tee 


Child's 6 te 1i—1.38 
Misses 11% te 2— 1.40 
w te 6—1.46 


SCHWARTZ & 
Ballet 


HERDER, Inc. 
Manufacture 












HAND 








Send for 
Samples 
ROTH & ROSENBERG SHOE CO. 


TURNED, BLACK KID 
BALLET SLIPPERS 


IN STOCK 
Women’s, $1.35; 
Misses’, $1.30; 
Children’s, $1.25 
Mail orders prompt- 

ly attended to 





Manufacturers 
124 N. 3rd St., Philadelphia 
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WHERE TO BUY 


Women’s Novelties 





Did you ever hear this 
one? ‘I like the shoe 
but can’t pay that much.’ 
There’s no sense throw 
ing away business on this 
account. Write for cir- 
culars showing correct 
styles at right prices. 


ae ames 
Sho 


72 iaeochn “st. 9 
Boston, Mass. 

















Latest Styles at 
Popular Prices 











Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 
Send your orders and de- 
scribe the shoe you need. 
Com- 


Levis Halpern Shee 
pany. Inc, 147 Lincoln 
rect, Boston, Mass. 
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WHERE TO BUY 


Shoe Price Ticket Holders 





POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Small, neat, everlasting. Now used by 
first clase shoe stores. Gross $5. Half 


) = 2.75. —— with trial order. 
if unsati 
M. D. POLLE GER Co. 





416 Victoria Bidg., St. Louis, Mo. 








WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 
Stor ‘ ners and Buikders 
« GOODWIN & CO 


WORCESTER, MASS 


Shoes, Bags and Dresses 
to Match, Stir Interest 


WeEsT PALM BEACH, FLA. (UTPS)— 
An interesting and effective method was 
employed by Hatch’s, Inc., in the recent 
introduction of a new line of patterns 
in silks made up in shoes, bags, and 
dresses. 

Thursday evening, Feb. 9, at 5 
o’clock, a complete display was placed 
in the windows of the store. The same 
evening, in the late editions of the 
evening paper, the first advertisement 
appeared. Invitations to more than 
two-thousand persons were mailed, 
timed for delivery Friday morning, 
and the morning papers carried adver- 
tisements on Friday, Saturday, and 
Sunday 

The “sient of this method was highly 
satisfactory, according to Jack L. 
Paulus, manager and buyer of Hatch’s 
bootery. The interest aroused was 
tremendous, and the sales resulting 
from it have been far in excess of 
what was expected. 

The line shown was Mallinson’s Play- 
grounds of the World Series, comprising 
sevem,, series, namely: Palm Beach, 
Havalthe eatquda, Catalina Islands, 
French it-et.*, Newport, and Baga- 
telle. Each seies is in colors har- 
monizing with the playground repre- 
sented, and the pattern presents a local 
and well-known scene, as, for instance, 
the Palm Beach pattern is a scene in 
the famous coconut grove of the Royal 
Poinciana Hotel. The Bagatelle pat- 
tern is a scene in the famous rose 
gardens of that city. 

The playgrounds of the World Series 
is to be placed on sale March 1. How- 
ever, because of the great number of 
society leaders and others at present 
in Palm Beach, Hatch’s were permitted 
the honor of making the premier show- 
ing of the Series, and did so over a 
three-day period which began Feb. 10. 

Sufficient material for several hun- 
dred pairs of shoes was obtained by 
Hatch’s and made up into one-straps 
and pumps with spike heels—18 and 
19 eighths; and judging from the sales 
already made, Mr. Paulus states that 


be the biggest thing of the year. 


Foleys Buy Shoe Stocks 


Houston. Tex. (UTPS)—The entire 
stocks of the Imperial Shoe Store, the 
United Shoe Store and the Guarantee 
Shoe Co. of this city have been pur- 
chased by the Foley Bros. Dry Goods 


Co. The stocks consisted of more than 
20,000 pairs of men’s, women’s and chil- 
dren’s shoes of standard m-kes. George 
S. Cohen, president of Foley Bros. Dry 
Goods Co., said the stock would go to 
the basement bargain counters of his 
big store. 


Guthwein Incorporates 


DayTon, OHIO (UTPS)—The Theo- 
dore Guthwein Shoe Co. has been in- 
corporated with a capital of $25,000 to 
deal in all kinds of shoes, boots, rub- 
bers, overshoes, slippers and hosiery. 
The incorporators of the new company 
are Theodore Guthwein, P. N. Sigler 
and Glenna N. Guthwein. 
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WHERE TO BUY 
Children’s Shoes 


rms PoP ee er ere 


“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bidg., Room 532 














| six animal seats. 





he believes the novelty patterns will 
| 





Catering to the Play 
Instinct 
[CONTINUED FROM PAGE 73] 


The zoo idea is splendidly worked out 
in the interior of the store—animal 
cages on all sides, with lifelike beasts 
and birds cut out of plywood and lac- 
quered in bright colors. Running down 
the center of the room is a long bench 
and at the rear, backed by cages, are 
There are no visible 
stock boxes, the shelves for these be- 
ing in back of the cages. Even the 
cashier’s booth is finished up in har- 
mony with these—a plastic effect in 
buff and brown. Awnings on the cages 
add to the circusy aspect of the setting. 
The drum shaped ornaments on the 
bench are parchment lamps. Walls 
and ceiling are in blue and white 
stipple. The zoo features were ex- 
ecuted by the Merry-Go-Round Shoe 
Shop, Cedar Rapids, Iowa. 

Mr. Kotz states that he has enjoyed 
healthy business so far and has no 
doubt that the unique arrangement of 
this store will insure its success. He 
anticipates opening others of the same 
type. The protectable features of this 
plan have been copyrighted. 


Take Over Ames Dept. 


CLEVELAND, OHIO (UTPS)—wWith the 
last addition to their chain in the form of 
The Ames Co. shoe department, Spero 
& Newman now maintain eight stores 
including Canton, Findley, Ashland, 
New Philadelphia, Freemont, and three 
stores in Cleveland. Samuel Newman 
is manager of The Ames Co. shoe de- 
partment. He is well known in the 
Cleveland shoe business, having been 
connected with The May Co. store here 
for sixteen years. Just before assuming 
his present position, Mr. Newman was 
manager of the Spero & Newman store 
at East 105th Street and St. Clair Ave- 
nue. 


New Store in Dallas 


Dauuas, TEx. (UTPS)—The Ster- 
ling Shoe Store is the newest addition 
to women’s footwear establishments in 
Dallas. The new store is located at 
1706 Elm Street and is featuring a one- 
priced line of shoes and hosiery. The 
establishment was opened with a spe- 
cial program of music. Refreshments 
were served to visitors on the first day 
of the store’s existence. 
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Can You 
Speak the 


Language of 
Your 
Business ? 


Do you know the meaning of all 
the terms used in the shoe and 
leather trade? Can you make a 
good impression on a customer 
by calling things by their correct 
names and answering questions 
in an intelligent manner ? 


If you can’t—you need the 


“Shoe and Leather 
Lexicon” 


An authoritative dictionary of the 
terms used in the shoe and leather 
trade. The price of the Lexicon is 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder 
Publishing Co. 


207 South St. 


Boston, Mass. 
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Why we advertise 
for Men 


; HY does the J. C. Penney Company constantly ad- 
vertise for men?”’ This question is asked frequently. 

The reason we advertise is NOT that men leave us. 
Less than one per cent leave—and most of them, sooner 
or later, try to get back. 

We advertise for men because of our very rapid 
growth, Already the largest chain department store or- 
ganization in the world, we are adding more than 100 
new stores each year. Six months ago, 885 stores; now, 
954; so it goes. 

Every time we open a new store we have to take a 
man from the ranks to manage it, and also supply him 
with a staff. There are always gaps to be filled. 

In addition, the stores already established constantly 
need more men to take care of the ever-increasing vol- 
ume of business. Sales in 1926, $115,683,023; last year, 
$151,954,620; so it goes. 

“But,” you say, “do not thousands of men apply for 
positions with this great organization?” 

Yes—they do. And some of them are taken on. But 
we need more good men than this source provides. We 
know that the J. C. Penney Company offers a very un- 
usual opportunity—unusual in money rewards, unusual 
in the deeper satisfactions of life—so unusual that men 
with stores of their own have even sold their businesses 
to start all over again with us. 

The man who makes good with the J. C. Penney Com- 
pany is a man marked for far more than ordinary success. 
Your own inquiries will prove this to be true. 

We must have men who measure up to this opportu- 
nity—men who match retail ability and experience with 
the stuff of which great merchants are made. For the men 
we employ this year must carry on the J. C. Penney Company 
business in future years. 

And so we advertise. But at the same time we continue 
to increase our number of stores. And every store is 
managed by a co-partner who has not only a good salary 
and a share in the profits of his store but an opportunity 
to share in the profits of all our stores. 

The whole story, as it may affect you and your future, 
is in our new booklet, “Your Next Ten Years.” If you 
are between 25 and 35 years of age, experienced in selling 
drygoods, men’s wear or shoes and are the kind of man who 
looks ahead, send for this booklet. Address our nearest 
office —and be sure to give your age and experience. 


She J. C. PENNEY Company 


330 West 34th Street Russ Bidg. 1010 Pine Street 
New York City San Francisco, Cal. St. Louis, Missouri 
Room 1502-G Room 1323 Room 1049-G 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED | When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad. 
LINES WANTED Mini h vertisers desire replies forwarded direct to ‘their address 
ALL — inimum charge 75¢c. each word of their address must be counted in the ad- 
7c. per word. Minimum Charge $1.25 vertisement and paid for accordingly. 
Payment in advance is required, except when regular 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


| thew Fam 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











WANTED— 
SALESMEN 


for live side line of boys’ popular priced Calf skin and Kips. IN STOCK. 
Young men’s advanced styles in boys’ shoes that appeal and repeat. One case— 
14 samples. 6% on sales and mail orders. Exclusive sale to men with estab- 
lished trade traveling by auto in following territories: (Correspondence strict- 
ly confidential. ) 

New York City Louisiana 

eames Arkansas 

Kentu Missouri 


North and South Dakota 
Colorado-Utah-Wyoming 


We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line im some territories. Write full 
details in first letter. 


Goodwill Shoes 


For Hard Service and LonoWeer 
+ oO 
eee 


Alabama 
Mississippi 


Address D-320, care Boot and Shoe Recorder 
189 West Madison St., Chicago, Iil. 








INFANTS’ FAST REPEATING 
FLEXIBLE FIRST STEP TURNS 

All in stock—28 numbers. Straight 
7% commission. Samples ready. Middle 
West, North West, Mountain States, New 
England, Pennsylvania, Ohio and New 
Jersey open. If you cannot give main 
line for reference, do not apply. 








Representative Wanted 


SALESMEN WANTED 


SCHUYLKILL SHOE CO, 
Orwigsburg, Pa. 











Missouri, 


Easiest_ sellin: 


Salesman Wanted 


by large, well-known Eastern 
Stitchdown Manufacturer, to call 
on the Jobbing, Department and 
Chain Store trade in the entire 
‘Middle West and Northwest, also 
Pennsylvania and New York. This 
is an excellent opportunity for a 
high-grade man to connect with a 
reliable and well established house. 
The line consists of from 60 to 100 
samples on a _ strict commission 
basis and the right kind of a man 
will be allowed a liberal drawing 
and expense account. Position 
open at once. All replies will be 
treated confidentially. 
PROGRESS SHOE CO., INC. 

430 E. 102d St., New York, N. Y. 


R“ 


slippers as side line. 


Twenty men now successfully selling 


Street, Brooklyn, New York. 





By Established Manufacturer 


TO CARRY IN-STOCK LINE OF 
WOMEN’S SPORT AND 
CORRECTIVE WELT SHOES 
AT POPULAR PRICES 


Unusual opportunity for high grade 
men with an established business. 
All territories open with the ex- 
ception of New England and New 
York City. References required. 


Address D-344, care Boot and Shoe 
Recorder, 207 — St., Boston, 
ass. 








For New York City, Metropolitan 
district and some other large east- 
ern cities to represent an old 
established firm making medium 
and high grade women’s style and 
corrective welts, who have a cer- 
tain amount of business already 
established in the territory. Would 
only consider men who have had 
successful experience selling this 
type of footwear in this territory. 
Please include references and finan- 
cial arrangement desired in first 
letter. 


Address D-352, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








ALESMEN wanted for Upper New York 
State, Connecticut and Philadelphia, to sell 


our Robinson-Bynon orthopedic shoes and wom- 
en’s novelty pumps. Kempe & Samuels, 115 
W. Broadway, New York, ¥ 





RE OPPORTUNITY — We are changing 
representatives in the following states in 
which we have established trade: Iowa, Kansas, 


ALESMEN wanted for the State of Ohio, 
also Western part of Pennsylvania, to sell 


an and Boys’ Goodyear Welt Shoes. 


P. Crafts a Inc., 160-162 Duane St., 


New York, N. Y. 





New York, and Kentucky. Want 
men to carry our line of In-Stock leather house 
Must live on territory 
and cover same close by auto. Give full par- 
ticulars in first letter. No drawing account. 
Weekly settlements against orders a 

ine 
commodity in shoe game today. 
Maid Rite .»_ (Manufacturers), 35 York 


ALESMAN for Illinois with exception of 
Chicago district. Commission basis. Welts, 


McKays, Stitchdowns, Leggings. Only inter- 
ested in salesman residing in territory. No 
objection to carrying non-conflicting line. 
Hagerstown Shoe & Legging Co., Hagerstown, 
Maryland. 








SALESMEN to cov 
necticut territory 


er Long Island and Con- 
for jobbers’ popular price 
general line. Only experienced with references 
need apply. Sobel Bros., 157 Duane St., New 
York, N. Y. 


$6. 

PRODUCERS with - 
commissions. Wm. Marks Shoe a. 1406 
Washington Ave., St. Louis, Mo. 


45. openings for salesmen in rtion of 


Texas, Louisiana, Illinois and Indiana, 


for te. selling line of women’s novelty shoes 
yA STOCK” 


to retail at $4.00, $5.00 and 
A_ wonderful tablished trad for REAL 
hed trade. Liberal 


experienced rubber footwear salesmen. 
ested only in successful salesmen who « 
consistent record of sales results and good pre 
vious earnings. In reply, please give particu- 
lars, previous experience, present connection 
Information held confidential, 
of course. Address D-354, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass 


and earnings. 


LARGE rubber manufacturer in int: —_ 
new and popular line needs to add three 
"Inter: 
n show 





tory. 


sion. ae ive complete references in first 
letter. H. ott Shoe Mfg. Co., 1915 N 
Girard A ~~ Illinois. 





ALESMEN WANTED to carry short, snappy 
line of semi-dress Comfort Shoes in stock 
to retail trade in various territories « 
commission basis. Address D-338, Bo 
Shoe Recorder, 207 South St., Boston, Mass. 





a 


ALESMEN WANTED:—Several States in 
Middle West, South and West open to ex 
perienced men well acquainted on the tert 
“Health Maker’”’ line of children’s shoes. 
Can be shown with one grip. Straight commis- 
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' SALESMEN WANTED 





SAL ESMAN for West Virginia. 
basis. Welts, McKays, Stitchdowns 


gings. Only interested in salesman rating t in 


territory. o objection to carrying non-con- 
flicting iine. 
Hagerstown, Maryland. 


ag 


Hagerstown Shoe & Legging Co., 





SALESMAN for Mississippi and Louisiana. 
Commission basis. Welts, McKays, Stitch- 


downs, Leggings. Onl interested in salesman 
Yo objection to carrying 
Hagerstown Shoe & g- 


residing in territory. 
non conflicting line. 
ging Co., Hagerstown, Maryland. 








LINE WANTED 








F you are looking for a successful live young 

man with proven ability to sell factory line 
of women’s novelty McKays retailing $4.00 to 
$5.00 to jobbers, chain and department stores, 
in Middle and Central West. Please write 
D-315, care Boot and Shoe Recorder, 207 South 
ae | Boston, Mass. 











LINE WANTED—For Eastern Pennsylvania 
by young man with twelve years’ successful 
retail buying and selling experience. Must be 
real line of women’s style shoes, McKays pre- 
ferred, either in stock or makeup. Best of 
references. Address D-339, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 

INE WANTED:—Men’s and Boys’ medium 

priced Welts preferably. Mid-West territory 
Ohio and Michigan, or Chicago, Illinois and 
Wisconsin—American, hard working producer 
who knows shoes from A to Z. Drawing ac- 
count against commission. Address D-348, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








Bx? ERIENCED shoe salesman, age 31, de- 
sires connection with reputable manufacturer 
of exclusive ladies’ turns or McKays for Texas 
and Oklahoma. Address D-349, care Boot and 


Shoe Recorder, 189 W. “Madison St., Chi- 
cago, Ill. 











XPERIENCED shoe ‘salesman désires con- 
nection with manufacturer of ladies’ welts, 
turns or McKays for city of Chicago. Address 
D-350, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, I 





WANTED for Middle West and West, wom- 
en’s novelty McKay line for volume trade. 
Have good following and best references. 
Address D-351, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


INE WANTED:—Experienced shoe salesman 

wants line of popular price ladies’ shoes for 
North and South Carolina on commission. Best 
of references furnished. Age 39 and married. 
Address D-353, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


FOR RENT 


SHOE Department for rent in department 
store doing % million business, town of 
28,000 in Connécticut. Address D-332, care 
Boot and Shoe Recorder, 207 South St. Bos- 
ton, Mass. 

















POSITION WANTED 


WANTED TO PURCHASE 





SALESMAN with following in Middle West 


desires connection with manufacturer of 
women’s popular priced novelties. Address 
D-341, care Boot and Shoe Recorder, 189 W. 
Madison Street, Chicago, Ill. 





N executive of omy ability with complete 

knowledge of all shoe markets desires a posi- 
tion as buyer or manager of a men’s or 
women’s shoe store or department. Address 
D-334, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y 











CASH PAID 


tor entire shoe stocks or surplus stecks of 
shoes or other merchandise. 
8 yo py 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1448 








OSITION WANTED:—Experienced Buyer 

and Manager—thirty-eight years old. Single. 
Eighteen years in the shoe business. Fifteen 
years as buyer and manager of high grade 
departments both in the South and New York. 
Experience: Know shoes, the markets, and how 
to merchandise them at a profit. Am now in 
one of the best departments in the South. 
Want to make a change. Personal reasons. 
Can give the best of reference. Address D- 
340, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 
= an or slow sellers. Quantities no ay 4 
wholesale. Short term leases taken 
- your lunds. Wire or a us. * Gorre 
spondence confidential. Established 


MAX GLA! 
436 Grand Street, New York City 


We also purcha: loth: > bate, Surette 
enna, eae. _ — Dry Dock 085: 











SHOE salesman, capable of huying, a graduate 

Dr. Scholl’s Practopedic Course—Show 
card writer—Window decorator, open for posi- 
tion. Willing to grow with business. Address 
D-345, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ANAGER and Auditor having 17 years’ ex- 

perience with Rice & Hutchins, is seeking 
new connection in New York City. Address 
D-347, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 











Sell Us Your Left Over 


New Yorx Export Purcuasinc Coar. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














MERCHANT NEEDS 








BUSINESS OPPORTUNITY 





Two progressive shoe stores, adjoining build- 
ings same location forty years. Just retired 
Wonderful opportunity. For 
ealtors, 


from business. 
information write Schleuder Brothers, 
Austin, Minnesota. 





Manufacturers’ Opportu- 
nity to Locate in the South 


Representing several Chambers of 
Commerce in Southern cities who 
want good existing manufacturing 
organizations. Would help move 
factory. Plenty labor, free taxa- 
tion, cheap power, satisfactory 
buildings, ample finances. 


Address Leswood, 41 East 42nd 
St., New York, N. Y. 

















FOR SALE 








FOR RENT 


ALBANY, N. Y. 100% loca- 
tion, next to John G. Myers 
Department Store, 31x70 feet, 
ground floor store with three 
stories above. Will rent all or 
will divide to suit tenant. 
Possession May Ist. Long 
lease. 


THE KANE CO. 
65 North Pearl St., Albany, N. Y. 











EASTON, PA.—STORE FOR RENT, cen- 
trally located. 100 per cent location. New 
front. Size 15%4x105 ft. Suitable for 

SI or ladies’ wear. Rental $6000 annually. 
Possession Mar. ist. D. Kabatchhick, Easton, 





Okla. $1,200 will handle. 
care Boot and Shoe Recorder, 
Boston, Mass. 


SHOE DEPT. FOR SALE—Lease and beau- 


First class location in Tulsa, 
Address D-346, 
207 South St., 


tiful fixtures. 





lined, latest model. 


OR SALE—18 Foot Mahogany Shoe Sample 
Case in three parts; each six feet. Glass 
Room 414, Rice Building, 
High Street, Boston, Mass. 








MERCHANT NEEDS 











Good Grade Round 
Advertising Pencils 
Round Nickel — 


a 


Asserted ¥ , 
Gers ginee sinse siete 


' Ww. E. pean 


Advertising Service 
159 N. State St., Chicago 


















$1.45 Each 


According to Size 


American Walnut Finish 












$14.00 & Up 


For Complete Groups 


THE OSCAR ONKEN Co. 
611 West 4th St. 
Cincinnati, On1o 
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MERCHANT NEEDS 


MERCHANT NEEDS 


MERCHANT NEEDS 





See 


—“WiINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 





Milbradt 
Ladders 


Made in all styles 
to suit any shelving 
condition. 


i @et our price before 
placing your order 

Milbradt 
Manufacturing Co 
2416 No. 10th Street 
ST. LOUIS, MO. 











PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 





SAMPLES GLADLY FURNISHED 


Primrose Novelty Corp. 


Reom 332, Bible House, 
New York City 








QSTABLISHEOD 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE SUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


¥ag-271 LEXINGTON AVE, BRODKLYM, mv 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MICS 








—— 


=—S 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG, Pa. 


HARRISBURG, PA. 











KNOWN TYPE 


DISPLAY FIXTURE 


CATALOG 86-5) 











Philadelphia Starts 
Shopping News 


PHILADELPHIA, Pa.—The first issue 
of the Philadelphia Shopping News, 
with a distribution of 350,000 copies, 
making it the largest shopping news 
in the country, will be issued Feb. 29, 
it is reported here. The publication is 
incorporated, with Herbert J. Tily of 
Strawbridge & Clothier, as president. 

Among the stores supporting the 
publication as stockholders and adver- 
tisers are Strawbridge & Clothier, Lit 
Brothers, Gimbel Brothers, Snellen- 
burg’s, Frank & Seder, Blauner’s, 
Geuting’s, and Dalsimer, the two lat- 
ter being among Philadelphia’s best 
known shoe retailing firms and the 
others all stores handling shoes. 


Dave Davis Represents 
Thompson Brothers 


Through the unfortunate wording 
of a heading in our issue of February 
18, the report of an honor conferred 
upon Dave Davis by a Chicago bond 
house in electing him to their direc- 
torate might be misconstrued as indi- 
cating that Mr. Davis had become a 
director of the well known shoe com- 
pany he has so long represented. The 
context of the “story” had only to do 
with Mr. Davis’ appointment as a di- 


—* 




















ON THR OCRAN  FRowe 
Breake 
ATLANTIC CITY N.J. 
Styles may come and styles may go—will your 
ee health ge on forever? Guard it by a rest 
Atlantic Cit 


y at The Breakers. 
Joel Hillman Julian A. Hillman 
President 


Vice-President 





ATLANTIC CITY 
For An Unusual Winter Outing 
As interesting as the Boardwalk whereon it 

- .« « @@ modern as the times. . . its 

the largest and best located on the 
front... its appointments and service 
ee, | - discerning. 


2, a par 77. rea 
Gelf Dancing 





Hostess 











° 
Information for Shoe Merchants 
The advertising pages of the Boot and Shoe | 
r constitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention. 











rector of Lacknér & Butz Co. 














rill your 
y a rest 


Hillman 
sident 
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HEEL PADS 
ADD BEAUTY 


ANY SHOE. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U. S. A. 












































When you buy GREELEY BOU- 

DOIRS you buy STANDARD, 

SALABLE SHOES. All my 

boudoirs have leather uppers in 

black or colors, and carry either 

leather or rubber heels. These are 

in stock ready to ship. Let me 

repeat, when you buy GREELEY 

BOUDOTIRS, you buy 

IN STANDARD, SALABLE 


STOCK SHOES. 


36 Pair Cases Deliveries At Once 


A. W. GREELEY 


12 Duncan Street : Haverhill, Mass. a 














GROPING IN THE DARK 


Time was when the purchase of advertising space ~ 
a.,-' groping in the dark.” Advertisers had 
Seams of checking a publisher’s statement of aoalatien 

and often these figures were unreliable. 


In six years the Audit Bureau of Circulation hase 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 

is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 


circulation. Our records are audited by the Audit 
Bureau of Circulations. 

















APPROVED BY 
MEDICAL MEN 


the ankles 
ra ot growing wing children and as ae fu 
— the Burkley Venti- 


— Poot Developer is unexcelled. 
Well known surgeons recommend its 
ase. 


wenticarions Dlete ea your 


PATENTED 
Phone Brockton 21338 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Stree 


Brockton, Mass. 




















The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHoe RecorpeER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


DEBUNKING THE SHOE INDUSTRY... By R. L. Prather 
Time to Stop Waste. 

ONE PAIR MorRE FOR Every MAN... Some Advice for Spring 
By Fitting Stool Effort. 


CHEAP—CHEAPER—CHEAPEST 
Is the Industry Going Too Far? 


THE VOICE OF THE RECORDER 


PuTTING THAT Motor CaR FINISH 
ON LEATHER . 
Chemistry Enters the Field. 


O. P. I. (OTHER PEOPLE’s IDEAS)... By Harry R. Terhune 
Money Making Stunts. 
THE Cow JUMPS 


THE RETAIL SHOE SALESMEN 
News and Views of the Floor 
People. 


SHOE STORE SERVICE SECTION 


WHOoO’s WHO ON THE ROAD 
News of the Travelers. 


SHOE MERCHANTS NEWS 
SHOE MARKET NEWS 
OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 
THE BooT AND SHOE RECORDER PUBLISHING Co. 


207 SouTH STREET, BOSTON, MASs. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 


H. WALTER SCOTT 
Vice-President 


Lowering Quality 
Opinions of the Editor 


Lacquers 


The Hide Supply 
By Helen M. Haney 


Display and Advertising 
By Helen M. Haney 


About Retailers 


Among Manufacturers 








GEORGE W. R. HILL 
Vice-President 
B. C. BOWEN 
Vice-President 
ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 


Huacu M. BowEn 
CHARLBs H. FuRBER 


A. C. PBARSON P. M. FAHRENDORF 
R. L. SEWARD 


Owsnn A. THOMAS 








SUBSCRIPTION RATES 
The subscription price of the Boor aNnp SHow Recorper is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 


All subscriptions are payable in advance. Single copies 25 cents. 





A request for change of address must reach us at least thirty days before the date of issue 

with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 

through failure to send such advance notice. With your new address be sure also to send us 
inclost ible your address label from a recent copy. 


the old one, 9 if 








Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
Mareh 3, 1879. 


Member, Associated Business Papers, Inc. 
Member of the Audit Bureau of Circulations 
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A buying guide to 


BOOTS AND SHOES 


Arch Aid Shoe Co., Rochester, N. Y 
Aronson Bros. Shoe Co., Boston, Mass.... 
Ault-Williamson Shoe Co., Auburn, Me.. 


Best-Ev. 

N. Y. 
Bliss & Perry Co., Newburyport, Mass.... 
Blog Shoe Co., New York City 
Brockton Co-operative Boot and Shoe Co. 
Brooks Shoe Mfg. Co., Philadelphia, Pa. . 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 

Central Shoe Co., St. Louis, Mo...Front Cover 

Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 


Commonwealth Shoe & Leather Co., 
man, Mass. 

Conrad Shoe Co., Brockton, Mass 

Coon, W. B., Co., Rochester, N. Y 


Douglas, W. L., Shoe Co., -Brockton, Mass 
Duane Shoe Co., New York City 


Edwards, J., & Co., Philadelphia....4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y. 98 
Emerson Shoe Mfg. Co., Rockland, Mass 95 
Evans, L. B., Sons Co., Wakefield, Mass.. 103 
Excelsior Shoe Co., Portsmouth, Ohio. . 64 


Fisher, A., & Son, Stoneham, Mass 
Freeman-Beddow Shoe Co., Beloit, Wis... . 


Goodrich, B. F., Rubber Co., Akron, Ohio 
Greeley, A. W., & Co., Haverhill, Mass... 
Ground Gripper Shoe Co., Boston, Mass. 


Hamilton-Brown Shoe Co., St. Louis, Mo 

Hagerstown Shoe & Legging Co., Hagers- 
town, Md. 

Halpern, Louis, Shoe Co., Boston, Mass.. 

Hooley, W. F., Shoe Co., Lynn, Mass.... 

Hoyt, F. M., Shoe Co., Manchester, N. H 


Lape & Adler Co., Columbus, Ohio 
Lilly, Henry, New York City 


Merchants Shoe Co., Boston, Mass 
Moran, Hermann, McManus, Inc., Auburn 


Nettleton, A. E., Co., Syracuse, N. Y... 
Nunn, Bush & Weldon Shoe Co., Milwau 


Packard, M. A., Co., Brockton, Mass. ..67 


Paristyle Footwear Mfg. Co., Inc., New 
York City 


Reynolds, Bion F., Brockton, Mass.... 

Richards & Brennan Co., Randolph, Ma 
Riley Shoe Co., The, Columbus, Ohio... 
Robinson, Jonathan, Northampton, Eng 
Roth & Rosenberg Shoe Co., Philadelphi: 


Schwartz & Herder, Inc., Phila., Pa... 
Sherwood Shoe Co., Rochester, N. Y... 
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Our Advertisers in this Issue 


Frankel Display Fixture Co., New York 


smith, Wm. Sumner, Chicago, TR. wccccce 97 

Stacy-Adams Co., Brockton, Mass........ 94 

Stetson Shoe Co., Inc., South Weymouth, 
Mass. .ccecccccecrccccceecceceeeerenes 


Swan Shoe Co., Baltimore, Md........... 95 


Thomson Crooker Shoe Co., Boston, Mass. 13 


Tober-Saifer Shoe Co., St. Louis, a 21 
Tweedie Footwear Corp., Jefferson City, 
8 
| ee 








Walton, A. G., Co., Boston, Mass........ 7 
Withers, W. A., Shoe Co., Elizabethtown, 
. 36 
Pa. ..nccccccccccccecccsccscesssecsecs 


Wright, E. T., & Co., Ine., Rockland, 
Mass. cccccccscoccccccccccsvccccsecces 92-93 





LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa.... 12 
Armstrong Cork Co., Lancaster, Pa...... 34 


Barnet, J. S., & Sons, Inc., Boston, Mass. 10 
Beggs & Cobb Co., Boston..............- 95 


Creese & Cook Co., Boston............... 95 
Diamond Kid Co., Boston, Mass....2nd Cover 


Evans, John R., Co., Camden, N. J...... 22-23 
Essex Rubber Co., Trenton, N. J......... 86 


Hubschman, E., & Sons, Inc., Phila., Pa.. 28 
Levor, G., & Co., Gloversville, N. Y...... 2-3 
New Castle Leather Co., New York City.. 30 


Pfister & Vogel Leather Co., Milwaukee, 


TE. 6.6009060666060.060600660000000060680 39 
Respro, Inc., Providence, R. I........... 103 
Rueping, Fred, Leather Co., Fond du Lac, 

ere Seeds i neeeeneese 33 
Standard Kid Co., Boston, Mass.......... 9 


United States Leather Co., New York City .26-27 
United States Rubber Co., New York City.14-15 


West Virginia Pulp and Paper Co., New 
in WE Gibeedinkivseasssenecdescn as 95 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago, Ill............. 77 
American Seating Co., Chicago, Ill....... 76 


Ballou, B. A., & Co., Inc., Providence, R.I. 74 


Cahill Carton Co., Harrisburg, Pa...... 102 
Crystal Fixture Co., Chicago, Ill.......... 62 


Pollis, W. E., Ady. Service, Chicago, Ill.. 101 


Goodwin, C. L., & Co., Worcester, Mass.. 
Grand Rapids Store Equipment Co., Grand 


Hy-Grade Slipper Supply Co., New York 


Kawneer Co., The, Niles, Mich 
Lederer Import Co., New York City 


Maison Mann, Inc., New York City 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 102 
Myers, F. E., & Bro. Co., Ashland, Ohio.. 
Milbradt Mfg. Co., St. Louis, 
Miller, O. A., Treeing Machine Co., Brock- 


Onken, Oscar, Co., St. Louis, Mo 


Pollinger, M. D., Co., St. Louis, Mo 
Primrose Novelty Corp., New York City.. 102 


Scholl Mfg. Co., Chicago, II! 
Segall & Sons, Philadelphia, Pa 
Shoe Form Co., The, Auburn, N. Y 


Trifari & De Alteriis, New York City.... 


Veith, A. & H., Inc., New York City 


MACHINERY, LASTS, 
DRESSINGS, ETC. 


Beckwith Co., The, Boston 
Dunbar Pattern Co., Brockton, Mass 


United Fast Color Eyelet Co., Boston, Mass. 


United Shoe Machinery Corp., Boston, 
16, 66, 3rd Cover 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 


Breakers, The, Atlantic City, N. J 


Glauberg, Max, New York City 


New York Export Purchasing Corp., New 


Penney, J. C., Co., New York City 





Tolman Print, Brockton, Mass 


96 





$5 
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102 
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SUPPLIES, 


65 


Kirsch-Blacher Co., Inc., New York City.. 101 


St. Charles Hotel, Atlantic City, N. J.... 102 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 

















































EAUTY must be led footward. 

The twelve weeks following Eas- 
ter are of great fashion importance 
—if Miss America can be led into 
the shoe store. Her purse promises 
profit to an entire industry. 

Today the.sum of money spent in 
beautifying the American woman, 
above the neck, is estimated at two 
billion dollars—an amount greater 
than the retail price of all the foot- 
wear of American man, woman and 
child. What price charm! In New 
York City alone there are 40,000 
beauty shops. What about beauty 
below the knee? What price foot- 
wear fashion? 

In this next advance selling peri- 
od of twelve weeks, a new buying 
and selling principle assumes impor- 
tance—shoes must have a new sauci- 
ness, a pattern flare, a color reason, 
all to give real pleasure to the eye. 


E take issue, on March 3rd, 

with the old practice of con- 
sidering Easter the peak of selling, 
for we have proof, nationally, that 
the twelve weeks following that style 
festival are best. To tell and sell 
the merchant, so that he can tell and 
sell the millions, we schedule a mod- 
ern art advance style section—each 
shoe pictured to fit into store stocks 
many weeks hence. We also show 
the shoe merchant how to put his 
store in order for this new demand. 
He needs a new imagination to make 
his new selections. We hope to move 
him forward—to his profit and to 
the public’s appreciation of his 
works. An outstanding issue, there- 
fore—March 8. 
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VULCO-UNIT 
sO. Gs ROI on 


and.snowy weatner are the 


nies of style in footwear. 


MNeCAUSCL Vulco-Unit Bo: i Wevus are 
waterproof, they will not soften or 
become shapeless, and are a certain 
yuarantee of continued character and 
style et the Toe throughout the life of 


| CQ 
Tne ONOe. 


BECKWITH MF 


m 





